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The strongest factor in making women buy shoes is style. 


But the modern woman has learned to prefer style that 


In making Peacock Shoes the consid- 
eration of fit is as important as the 


consideration of style and quality. 


In the manufacture of every Peacock Shoe certain exclusive 
Peacock Patented Features are used, which permit each 
size and width to represent a scientific exactness not 


achieved by the ordinary shoe. 


By means of these features, PEACOCK SHOES will fit with 


absolute perfection. 


This condition of perfect fitting is in a large measure re- 


sponsible for the consistent repeat-buying of Peacock Shoes. 





THE ARGAY ... A smart high 
pump with concealed gore. . . fash- 
ion correct from its button over 
tailored effect to the broken top- 
line, formed by the outside point of 
the saddle. 


In harmony with the new rever 
collar, lapels and pointed at should- 
er sleeves. Smart in all colors of 
suede with calf, kid, or patent 
saddle, foxing, and heel . . . Heel 
heights 15/8 to 19/8. 


BOYD -WRIGHT SHOE CO. 
SAINT LOUIS «+ ¢ JV. S.A. 
PEACOCK CHES “ONE OF AMERICA'S FOREMOST STYLE NAMES" 


When writing advertisers please mention Boot and Shoe Recorder 
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brings with it the ease and comfort of a perfect fit. | 
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betting more shoes soled right 
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Vol. Cill, No. 14 


The VOICE of the TRADE 


George F. Johnson 
of the Endicott-Johnson Corpora- 
tion, in a bulletin to factory em- 
ployees says: 

“Propaganda circulated by the 
newspaper press throughout the 
country advertising advances paid 
labor, have failed to mention what 
wages they advanced from and 


_ [TRATED Get THE FiGURes / 
sed) 





what they advanced to. Where did 
they start? Some day it will be 
deemed essential, if not compuls- 
ory by law, that wages paid labor 
shall no longer be a secret but, like 
interest paid capital, shall be re- 
ported as public information, to 
which the public are fully entitled 
and then we shall know who are 
parasites and leeches and who are 
real contributors to public prosper- 
ity and public welfare.” 


* * x 


F raser M. Moffat, 


president of the Tanners Council 
of America, in reporting to Wash- 
ington today’s condition of the 
leather industry says: 

“The general position of the 
leather industry reflects stimulus 
of increased demand and firmer 
prices. Practically all branches of 
the industry report materially 
higher sales in April with pre- 
sumption of a finer price basis 
accompanying increased volume. 
All cattle hide leather deliveries 


are from 35 to 45 per cent greater 
than a year ago. Calf and kid 
leather deliveries range from 35 
to 90 per cent greater than April, 
1932. 

“These sales increases, however, 
were not accompanied by increased 
production. On the contrary, pro- 
duction fell off in practically all 
major branches of the industry. 
Preliminary reports indicate, how- 
ever, that some increase in produc- 
tive activity may be noted in the 
current month. 

“Employment in April con- 
tinued to show the relative stabil- 
ity of the leather industry was 
approximately 66 per cent of the 
1926 average. Increased employ- 
ment is anticipated during May 
due to moderately increased activ- 
ity as well as cessation of strikes.” 


=== _RICHTON TIME wit 
OUR SHOES / 


A\ir-Shipped Shoes ! 
When a leading department store 
of Toledo, Ohio, (LaSalle & 
Koch Company) found itself in 
sore need of shoe stock incoming 
from a Beloit, Wis., manufacturer 
(the Freeman Shoe Co.), a tele- 
graphed order to Chicago’ succeed- 
ed in intercepting the shipment in 
transit in the hands of a forwarder 
employing motor-trucks and in 
placing it aboard a Railway Ex- 
press Agency express-plane at the 
Chicago. Airport. Less than two 
hours later it was landed at the 
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Toledo airport and delivered well 
in advance of the advertised open- 
ing of a Saturday afternoon spec- 
ial sale. The shipment, weighting 
624 pounds, comprised thirteen 
cases and left Chicago at 9.30 
A. M. reaching Toledo at 11.22. 
The sale opened at 1.00 P. M. 


* * * 


Pliny B. Tove 
of New York City tells that there 
is a very striking analogy between 
bathing suits and white kid shoes. 


pot THIS YEAR 








Both are selling freely now but 
later what happens? You can’t 
buy any good bathing suit at a re- 
duced price much before the 
middle or end of August. But last 
year you could walk into almost 
any shoe store around July Ist to 
tenth and pick up white shoes at 
mark-downs from 15% to 25%. 

There are more customers for 
white shoes than for bathing suits 
each year. More of them find a 
need for white footwear after July 
10th than before. Therefore, isn’t 
it indeed folly for a shoe merchant 
to sacrifice his profit possibilities 
or to forego a reorder on white 
shoes, if he happens to be cleaned 
out of them by July 19th? Maybe 
this is the year, with a certainty 
for white footwear demand, for a 
better merchandising policy and a — 
national program of carrying stock 
up to August 5th at least. 









































































A O. Ball, 


manager of the National Boot and 
Shoe Manufacturers Association, 
in reporting to Washington today’s 
condition of the shoe industry 
says: 

“Small increase in dollar volume 
compared with year ago is report- 
ed by a number of units in our in- 
dustry. Prices of leather approxi- 
mately 25 to 40 per cent higher. 
Downward tendency in wages 
checked and moderate increases in 
some sections. Shoe industry as a 
whole not in profitable condition 
but hopeful of improvement.” 


a eo 


J. E. William Prescott, 
speaking for the Iowa National 
Shoe Travelers’ Association says: 

“Business in the past two weeks 
has shown a trend upward. Mer- 
chants are buying. It would ap- 
pear that happy days are here 
again for the shoe travelers as well 
as the shoe merchants.” 


* * 


Dan O'Leary 
was the world’s greatest walker 
for he had clocked 300,000 miles 
and at sixty-six years of age per- 
formed the miracle of walking a 
thousand miles in a thousand con- 
secutive hours. So that for every 
hour, there is a mile of walking. 
O’Leary and Edward Payson 
Weston are gone; but as profes- 
sional walkers they set an example 


ope 
3 
nd > 


toa pen who prefer to use all 
other forms of locomotion. Medi- 
cal men have been impressed by 
the health and long life of inde- 
fatigable walkers. All the records 
for joyous walking were held by 
Dan O’Leary who walked his com- 
petitors off their feet and con- 
tinued to be the soul of good 
nature, good humor and good 
sense. 

Walking clubs are now to be 
found everywhere the world over 
through the crusading of these 
pioneers. 


0O, [90,000] 
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TIME TO GET UP! 


—There is a decided increase in the demand 
for alarm clocks. 

—The Sales Manager of one of the im- 
portant clock factories says: 

—'‘The alarm clock is a unique but reliable 
barometer of employment. When times 
are hard, clock sales are down; when con- 
ditions improve clock sales rise. The 
present increase in demand is no doubt 
due to increased employment and the need 
of early rising to get on the job.” 

—We hope that millions more alarm clocks 
are set at 7 A. M. before many months 
have rolled by. 

—Looks as though we are on the “up and 
up. 


» ne a 


President. 











re Sweitzer, 
managing director of the National 
Retail Dry Goods Association, told 
a conference of dry goods store 
executives, representing 3,800 
leading department and specialty 
stores in the United States that 
the preparation of codes by the 
various industries under the In- 
dustrial Recovery Bill would effect 
retailing for the better and fesult 
in fewer style changes, a curb on 
unfair advertising and the restric- 
tion of cutthroat competition. The 
association starts immediately the 
preparation of a code of coopera- 
tion, to be submitted for govern- 
mental approval. 


* * * 


F rances Perkins, 
Secretary of Labor, should not be 
held too strictly for the statement 
she made—“The South is an un- 
tapped market for shoes—when 
we have put shoes on the South, 
the social revolution will have be- 
gun.” 

She meant no offense to the 
South as a shoe wearing section 
of the cbuntry. She had more in 
mind what was said by Samuel 
Crowther — “Since a ‘Southern 
Cracker’ has already three times 
the buying power of a Greek, a 
Pole, or a Bulgar ; and eight times 
the buying power of an Oriental, 
why not start with trying to raise 
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the ‘Cracker’s’ buying power. The 
poorest state in our Union would 
be a prosperous country overseas. 
The average income per capita for 
the whole world, including the 
United States was $153; but for 
the United States alone it was 
$657.” 

Mme. Secretary Perkins might 
just as well have said: “The 
United States is an untapped 
market for shoes—when we have 
learned to get more shoes sold 
right, the social revolution will 


have begun.” 
ok 





Robert L. Lund, 


president of the National Associa- 
tion of manufacturers, conferring 
in Washington on industrial con- 
trol legislation says: 

susiness has never, in history, 
had so much at stake as in the In- 
dustrial Control Legislation. A\- 
though conditions in industry have 
improved steadily, vicious compe- 
tition existing largely as a result 
of industry’s legal disabilities, has 
in some industries and_ locations 
resulted in low wages, long hours 
and bad working conditions— 
tending to bring undeserved dis- 


credit upon industry as a whole.” 
* * x 


William J. Sneider 


of the Sneider Shoe Company, 
Asbury Park, N. J., says: 


iy aie 
Ye «ti 


“While shoe manufacturers are 
preparing a creed along ethical 
lines, to build up confidence and 
good-will industrially, let us, as 
retailers, put creeds in our news- 
paper copy. For example: 

“The ‘March of Shoe Progress’ De- 


mands the Elimination of ‘Comparative 
Prices.’ For over fifty years the Re- 
corder Shoe Store has confined its 
progressive career to building for the 
future—not just for the present. 

“Recorder ‘Quality’ shoes dare not 
be a party to the soaring orgy of fla- 
grant price-quotations now bombard- 
ing the public’s mind. 

“The ‘March of Progress’ must go 
forward! And we direct our ranks up 
the slightly trodden path to the un- 
crowded field of ‘No Comparative 
prices at Recorder’s.’ 
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“With our right hand raised—we 


clé im 
a HAT, we shall not break faith 


me! ‘ely to attain volume. 

‘The confidence of our patrons must 
be maintained. 

“THAT, we shall not buy shoddy, 
inferior shoes, made in shoe factories 
under abnormal conditions and at star- 
vation wages. 

‘THAT, a good quality shoe de- 
mands a fair price to the manu factur- 
er, : fair price to the dealer, and a 
fair price from the consumer. 

PHAT, the quality of our shoes 
and the good will of our store shall 


not ve sacrificed. 
‘MARCH 


jOIN RECORDER’S 

OF SHOE PROGRESS’ 
RECORDER SHOE STORE.” 

* Ok Ox 


F erdinand Pecora, 


Counsel for the Senate Committee 
in the Morgan investigation, comes 
naturally by his courage and pug- 
nacity. His father’s shoe cobbling 
shop in New York City marked 
the beginning of his training; and 
the boy made the traditional re- 
mark, true of the industry for all 
time: “Father didn’t make much 
money and it was up to me, when 
I was only nine, to help out by 
selling newspapers.” 


* ok Wt 
Dak” laws 


with teeth, appear in the Califor- 
nia Assembly. The bill reads: “An 
act relating to unfair competition 
and discrimination :” 

“Sec. le-—The secret payment 
or allowance of rebates, refunds, 
commissions, or unearned dis- 
counts, whether in the form of 
money or otherwise, or secretly 
extending to certain purchasers 
purchasing upon like terms and 
conditions, to the injury of a com- 
petitor and where such payment 
or allowance tends to destroy com- 
petition, is an unfair trade prac- 
tice, and any person, persons, firm, 
partnership, corporation, or asso- 
ciation resorting to such trade 
practice shall be deemed guilty of 
a misdemeanor and on conviction 
thereof shall be punished by a fine 
not exceeding $500 or by imprison- 
ment not exceeding six months, or 
by both punishments, in the dis- 
cretion of the court.” 


* * * 
Wen is a store 


aconsumer? Mark Graves, presi- 


dent of the New York State Tax 
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Commission, in an official sales 
tax ruling says: 

“Receipts from the sales of 
supplies to retail stores are subject 
to the sales tax. The retail store 
is the final buyer, the ultimate con- 
sumer, of the supplies so pur- 
chased. We are making but one 
exception to this rule and that 
applies to containers and container 
materials, such as wrapping paper 
and twine, which are delivered to 
final buyers with the tangible 
personal property contained there- 
in. 

“Sales of fuel oil or coal cash 
registers, cash register rolls, sta- 
tionery, statements, pencils, price 
tags, labels, display fixtures, em- 
ployees’ uniforms, housekeeping 
supplies and all similar materials 
which are not transmitted by the 
store to its customers as part of 
their purchases are taxable to the 
seller when sold at retail establish- 
ments.” 


dd 
The truth, 


the whole truth and nothing but 
the truth,” has been sworn to by 
Gimbel’s of New York—so that 
it might step in line with the be- 
liefs of the administration. The 
store says: 

“We believe that old-fashioned 
commercial truth has no place in 
the new deal. From now on, all 
Gimbel advertising (and every 
word told you by the salesman or 
saleswoman) will be the truth, the 
whole truth and nothing but the 
truth.” 


a ea 
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Here’s how Gimbel’s on the 
same page, described a lot of 700 
pairs of sport shoes offered for 
$3.00: 

“Black and white, tan and white, 
moccasins—leather soled; rubber- 
soled tan Oxfords, too—Priced 
low—because the white leather is 
elk instead of the expensive buck- 
skin. A lot of people like elk, 
though it’s not quite so smart. It 
is just as hard to wear out, and 
even easier to clean. Sizes 6 to 11, 
widths A to D.” 

Congratulations to Gimbels for 
strict interpretation of truth in ad- 
vertising. Perhaps we will now 
see the end, in all advertising, of 
such phrases as: “‘simulated buck,” 

r “genuine kidskin finish,” etc. 


* ok x 


Henry W. Cook, 
president of the A. E. Nettleton 
Company, Syracuse, N. Y., says: 

“Experience is the gauge by 
which we measure ability, but it 
must be masked by accomplish- 
ment if we are to accurately meas- 
ure success.” 


* * 
E. R. Apt 
Shoe Company, of Rockland, 
Mass., announced a 10 per cent 


increase in pay for all piece work. 
New help is being added daily, for 
business promises to continue good 
in its new, remodeled quarters in 
the Emerson Shoe factory building 
at Rockland. 


Xs 
% 
GRAHA 
Tes 


5000 B. C 


“Here’s something chic and modern, ma’am—the T-strap sandal.” 























W ork shoes are in the news. 


“The right shoe for the job, rather than a dress shoe 
makeshift,” is developing a market for shoes at re- 
tail that has been quiet for a decade. 

The first rises in cost of shoes show themselves in 
farm and heavy type footwear. Those rises preface 
demand. This movement towards work shoes has 
been growing for many months. Most significant is 
the fact that the government, in collecting its statistics, 
began in January, 1932, to separate dress shoes from 
work shoes and the year’s total showed 22,909,658 
pairs of work shoes as against 51,583,113 pairs of 
dress shoes. Previous years’ figures merked dress 
and work shoes in one compilation. 

Month by month, since the beginning of 1933, the 
pairage of work shoes has increased.. The answer is 
in demand. The worker comes in for the right shoe 
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Join in Great Forward Movement to Restore 


The Nation’s Prosperity and Purchasing Power 


for the right job because every man getting a job 
wants to be fit to keep it. 

At present the reforestation army is not only con- 
suming all the old stocks of army shoes but is in im- 
mediate need for new stocks of work shoes. One 
order of 74,000 pairs was filled in New York and 
another order of 5,000 was urgently ordered in Texas. 
The government has already placed extra orders for 
200,000 pairs and the end is not yet in sight. In all 
probability, a standing corps of 274,000 men will be 
pit into forestry work by Sepptember. This will mean 
a turn-over of a million men a year, because the man 
who gets a training in woods work, jumps to the first 
private job available. 

The demand for work shoes for this army of men 
will alone be a factor in price and demand. The man 
who has had a preliminary training in forestry work 


Billions for road work mean the right shoes for the right job 
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Millions of Men Will Be in the Market for 


Heavy Footwear as Government and Industry 
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National 


is no longer a “drug store cowboy” or a raw, crude 
lumper. He is a strong man for the work of the 
world, receiving his training in the government con- 
servation camp. He has’ been given work and is look- 
ing forward to manual labor in other fields. 

America is going to spend $3,000,000,000 in public 


works in 1933-34. Most of this money will be put — 


into road building. The field for expansion in public 
building is somewhat limited; but the steel worker 
will find employment in bridge-building and city, 
county and state projects. So all along the line the 
demand quickens for work shoes. 


Shoes are moving from the cities 
back to the farms. Fewer people in the cities and 
more on the farms is the reason. The American Jour- 
nal of Sociology reports that cities of the nation failed 
to show a gain in population, last year. It’s the first 
time that has happened fof more than a century. On 
the other hand, the gain of 10,000,000 in farm popu- 
lation was the greatest for years. Shoes go with peo- 
ple, wherever they go, and so a change in retail dis- 
tribution from the paved trails of cities to the open 
spaces of the rural regions. 

Rural demand for work shoes is increasing. Of 
the 122 million people in the United States at the last 








" Photos-by Bhoing Galloway, New York 


census, 53 million are classified as rural—more than 
the entire population of Great Britain. This included 
not only those living on farms but those living in 
towns with a population of under 2500 people. Of 
the 70 million Americans of the old stock, 37 millions 
live on the farms and in these small towns. 

There are 6,300,000 individual farms in the United 
States; there are 10 million men actually working on 
those farms; there are one million more miners and 
250,000 loggers and fishermen. 

So there are 12 million workers in the United 
States actually engaged in the production of the pri- 
mary raw materials, all wearers of work shoes. Here 
is a market that will grow with recovery. 

The farm income of the United States in 1913 was 
6 billion dollars; it rose to 17 billion dollars in 1919; 
it had dropped to something over 11 billion dollars 
in 1929 and in 1932 it was 5 billion dollars less, or 
about pre-war. In fact, that income was about what 
it was in 1905 or 1906. Nevertheless, though the in- 
come had dropped from 17 billion dollars to 11 billion 
dollars, the American farmer could have paid his 
debts and could come through, but for the drop from 
11 billion dollars in 1929 to 5 billion dollars in 1932. 
It ‘was too much. and it made necessary sharp: econ- 
omy in everything, including ‘shoes. _ 

[TURN TO PAGE 38, Sekiesn) 
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WORK SHOE MARKET RETURNS | y 


Demand for high cut boots in many fields of labor, | Ast 













especially in agricultural and lumber sections, offers Fa shoe 
a potential market for work shoes, profitable to every : mar 
merchant serving the footwear needs of similar com- ——_—_—nee 
munities. Illustration at left, above, shows a good show 
number. type 

Work shoes no longer are of the plug variety. Stout 4 Wo 
materials, wearing durability, with skillful shoemaking, > ihec 
have lifted them into a semi-dress class. Leathers . line 
treated to endure the rough, rigorous wear of daily ) and 
toil have greatly lengthened the serviceability of work reg 
shoes, like the middle style, above. Note the storm 846 

welt, now much in demand. 
@ 

Not 

In every community a tremendous volume of work : iad 
shoe business exists. With industrial revival will come a Bey 
a heavy demand for shoes of this type. Mechanics, 
road workers, farm workers, construction crews—in wes 
every phase of business demanding labor, first ties 





expenditures will be for work shoes. 
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A stock of work shoes requires careful selection. Every 

shoe man should study his industrial and agricultural 

market. Build an in-stock department based upon the 

needs of the workers in your community. Specialized 

shoes for miners and field workers demand definite 

types of rubber footwear, like the one at the left, 
in above illustration. 


Wooden soled shoes in many fields of industry are 
necessary. Acid proof, heat proof, steam proof, gaso- 
line and oil proof are often a safety requirement. Toe 
and foot protection has in some factories become a 
regulation. Dairy and brewery workers, those en- 
gaged in work where wet floors are hazardous to 
health, need shoes that keep feet dry. 


Notable increase in demand for work shoes has been 
reported by manufacturers and merchants. Organize 
a promotion plan and department to sell work shoes. 
Buy good quality footwear, made by reliable manufac- 
turers, as no type of footwear is subjected to such hard 
wear and service as are work shoes. Profit possibili- 
ties are large, but building increased customer patron- 
age is more important. 


WITH INDUSTRIAL REVIVAL 


Photos by Ewing Galloway, New York 
at Pe 4 
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Figure It Out-Then| 
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F or more than a year shoe 
stores have operated under a severe restraint of all 
buying. Reasons for this. were many. Falling prices, 
overstock, reduced volume and tightened credit, all 
made this necessary. But middle sizes on fundamen- 
tal shoes were neglected. Failure to show new mer- 
chandise gave the store a “second grade” complex. 
Missed sales increased. Sales and cut price promo- 
tions were overdone. _ And the “general depression” 
was blamed for many things which could not prop- 
erly be charged to it. 

Although this process in many cases resulted in a 
healthy house cleaning, many stores today find them- 
selves severely handicapped in their supply of 
“wanted goods.” And this condition comes just at a 
time when it hurts most. 

Even though there are but a few weeks remaining 
before the usual time for Summer clearances, it is 
time for a little sensible figuring of a more courage- 
ous, positive nature than the store policy has permit- 
ted for many months. 

To make this more specific, let us talk a bit in 
figures. In its women’s department, this store has 
today a stock of 2500 pairs. Its normal annual sales 
are 6000 pairs, but because of the above mentioned 





restraints the movement thus far for the year his 
been only at the 5000 pair rate. 

Sales for June were 600 pairs last year and cer- 
tainly should be at least equal for this year. July 
sales, exclusive of promotions, were 400 pairs and 
August 400 pairs. Thus the store faces a three 
months’ selling program of 1400 pairs, and a little 
intestinal fortitude might stretch this to 1500 pairs. 
There are only 200 pairs on order. If the store does 
no buying during this period, its stock will dwindle 
down to an impossible, ridiculous figure of 1300 pairs 


by Sept. 1. Here are the figures: 

CO ES RE Pe eT PONS ie, Sn teee 2500 

NMS ISG ooo b.ic 01s hoe cae eee Rie Ae a Tee roe nee oes 200 
Rebar rss nnck Sent. ones Omen i sB ERO ks 2700 

MIN GIND oo i sleidc coeece Ole. ae ee EE ates 600 

EN MIR e566 stocets- sci useals wie Vite ee OIE 400 

PN obs ics i eat: chee ante tes ox aa 400 
EES Seer mr, may tere ae ae mice — 140 
NR 1300 


We will agree that this is no time to “pile up” mer- 
chandise in anticipation of price inflation. We will 
agree that this merchant may be properly equipped 
Sept. 1 with 2000 pairs. But these figures still show 
that in addition to the 2500 pairs on hand and the 
200 pairs on order, the stock will require the addition 
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of 700 more pairs of new buying to arrive before 
Sept. 1. 

Again let us have a little more courage for. the 
moment. Of course this store would like to sell 1700 
pairs in three months instead of 1400 pairs. This 
additional volume will not be done altogether out of 
the 2500 pairs on hand. Nor could the buyer think 
of ending up the three months’ period with 1700 pairs 
instead of 2000 pairs. If this merchant believes that 
new shoes mean new customers, and that more women 
will want “new shoes” than “sales shoes” in July and 
August, he will not be guilty of undue plunging if 
he thinks of 1000 pairs of new buying in three 
months, instead of 700 pairs. Again here are the 
figures to back it up: 


i aM PEON 26 osc cicsccccs sect ccdecuseces 2,500 pairs 
GUM os elas cin tase oneneecweens 200 “ 
NEW BUYING for June ........ccccccccccces 200 “ 
WOME eohe ca oes ale he De ee hae abe nees 2,900 “ 
RGSS IEIGBG Foiio od oloc eceewctude dhausiavodeees 700 “ 
PRO TRON oi. 4's arc canove ness veneeees 2,200 “ 


Ohi) HII rns) 3.0 Selene ie fees acetic ais 2,200 “ 
RD ree 300“ 
ice a cree tese tae veciorede nesses 2,500 “ 
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You cannot sell new shoes—unless you have 
them. 


Customers are tired of hearing, "I can get 
them for you." The women of America have 
"held off" buying normal needs so long that 
thousands of them need normal shoes now for 
ordinary service, in addition to vacation or 
special purposes. 


Retailers have figured negatively long enough. 
No time for overdoing, but you cannot laugh 
off the above budgets. And it's time right now 
to buy July shoes, and to think seriously about 
the sources of supply for August shoes. 


Spring time leftovers will not satisfy your 
August customers. Figure it out for yourself. 
It's just plain common arithmetic. It's good 
sense. And it's good business. 


Besa: Stale Salesies cc's oiccw sets ives ccdecennces 500 pairs 
Betatice AUguatel ~ 022d osccecsbuecngaees 2,000 “ 
Craigie AUGGS ee ois rade ciccvowceeveaes 2,000 “ 
NEW BUYING for August ................... 500 “ 
IROUANES caee enhn, coed rican teas naaneei ewan 2,500 “ 
Bede AGiiet SalO6 ccc oie h cdcc ce besevececs 500 “ 
Balance, September 1 .............. 0c eeee 2,000 “ 


Putting the matter even more simply in condensed 
form, here again is the story: 


On hand New Est. On hand 
Month Ist of month buying sales end of month 
JUNE cc. 2,500 400 700 2,200 
July ..... 2,200 300 500 2,000 
AUG etc 2,000 500 500 2,000 
Total .. 1,200 1,700 


In other words, an “inlet” of 1200 pairs and an 
“outlet” of 1700 pairs would reduce stock from 2500 
pairs to 2000 pairs. 

Ascertain a definite “sales expectancy,” based upon 
the experience of previous years. Plan your buying 
accordingly. Results are reasonably certain. 
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Retail Shoe Store Operations as 























































Facts and 
Small Medium Large i 
Volume | Volume | Volume Figures 
All All 
Stores Under $30,000 Over Stores Collected 
1932 $30,000 |to $75,000 | $75,000 1931 
by N.S.R.A. 
Pay Roll.......... 18.5% | 18.2% | 18.4% | 19.2% | 17.5% : 
TN oat sda cenacicies 6.7 6.7 5.9 7.4 5.9 in Annual 
Advertising................... 2.9 27 2.7 3.6 3.1 
Other Expenses.............. 7.5 1.2 7.6 7.6 6.5 Survey of 
TOTAL EXPENSES. . . 35.69 34.8 34.69 37.8' 33. ° 
~ ‘ ~ Me * Retail Shoe 
Gross Margin... . 30.0 29.4 28.9 32.3 29.7 a 
Business 
Operating Loss. . .--| 5.6% 5.4% 5.7% 5.5% 3.3% 
Discount and Other Income... . 1.4 1.0 1.6 1 Bf 1.8 
— ‘ m For 1931 it is estimated that 63 
Fina. Net Loss....... 4.2% 4.4% 4.1% 3.8% 1.8% per cent of the dealers who re- 
DECREASE ($) 1931 to 1932 ported were in satisfactory finar- 
Sales..... eee eeeeesseeeee] 28.9% | 23.1% | 24.4% | 23.8% cial condition, 16 per cent wer: 
— eet er ee rr 7 ¢ +p er in fair shape, and 21 per cent 
ES Soret hae sical act 18. 19. 8.2 a were in poor condition. Using 
Stock Turn (times per year).. 1.7 1.7 1.9 1.8 1.8 the same basis for conclusions, it 
Sales per full time a. $8,175 | $7,680 | $9,120 | $8,285 is og that at the _end of 
the saat dealers might be 
classed. as follows: 42 per cent 





TABLE 1—Common Figures for aor g Results hooting to Volume Groups in 1932. 


(Total Sales = 100%) 


The average shoe store in 1932 
showed a final net loss of 4.2 per cent of its sales. 
Its volume fell 23.7 per cent under that of 1931. At 
the same time expenses were cut 15.1 per cent and 
stock was reduced 18 per cent. The average expense 
was 35.6 per cent and the average gross margin 30 
per cent. 

Those are a few of the highlights from the book, 
“Shoe Store Operations in 1932,” just released by the 
National Shoe Retailers Association. It gives typical 
operating results for every phase of shoe store man- 
agement, not only for the stores as a whole, but also 
grouping them according to volume, population and 
best selling price lines. This summary is a work of 
the Educational Division of the N.S.R.A. In con- 
nection with its “Inventory Analysis Service.” 

Report Shows Big Drop in Volume. Of course, 
the outstanding feature of the year was the tremen- 
dous drop in Volume suffered by all branches of the 
trade. 

All through the book, the Educational Division 
calls attention to the uniformity of this volume loss, 
which struck all types of shoe stores regardless of 
volume, the size of the city, or the grades handled. 
The comment is made: 

“In view of the uniformity of these losses, the 
Educational Division feels that no criticism whatever 
can be made of the shoe merchant whose volume 


satisfactory, 28 per cent fair and 
30 per cent poor. 


dropped anywhere near¢the average amount. The 
fault was not his—as an individual. It must rightly 
be blamed on that indefinite thing called ‘conditions,’ 
a thing more powerful than any individual, any group, 
or any industry.” 

The individual can and should be criticized only 
when he fails to make a prompt and positive effort to 
make the changes in his own operations that are de 
manded by those conditions. 

To a considerable degree that effort was made in 
1932. As volume fell, merchants reduced their ex- 
penses and lowered their stocks. But volume fell 23.7 
per cent, while expenses were reduced only 15.1 per 
cent and stocks were lowered 18 per cent. The ad 
justment was not sufficient to meet the conditions. 

Adjustment of Expenses. It is noted the large 
volume stores and the large city stores cut their ex- 
penses 16.2 per cent and 16.6 per cent, respectively, 
while the expenses of the small volume stores and the 
small city stores were reduced only 13.8 per cent anc 
12.1 per cent. In consequence, the expense percent 
age of the small stores, which in 1931 was far below 
the general average, showed the greatest increase. 

Table 1 shows the total expense, according to vol: 
ume groups. The difference is more marked when 
divided into population groups, as the stores in th 
small cities, under 20,000, showed an expense cost 0 
32.5 per cent, the cities from 20,000 to 50,000 showe« 
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35.7 per cent, and the large cities an average of 40.5 
per cent, with one-fourth of this last named group 
paying over 45.8 per cent of their sales as expenses. 

fhe summary goes on to point out that, in the 
average store last year 35.6 cents out of every dollar 
of sales went for expenses. In 1931 expenses took 
33 cents. In 1923 the amount was only 27.4 cents, 
while in the “good old days” 25 cents was considered 

















Best Selling Price 
All $4 and 
Stores Under | $4 and $5} Over $5 
Pay HOM... 6sisie5< 18.5% 17.8% 17.6% 19.8% 
ReMi a0 sds. dcrck 6.7 6.2 5.9 7.6 
\dvertising........ 2.9 a3 2.9 3.4 
Other Expenses....} 7.5 6.1 8.5 8.2 
Total Expenses....} 35.6% 32.4% 34.9% 39.0% 
Gross Margin...... 29.0 28.2 32.6 
Operating Loss....| 5.6% 2.5% 6.7% 6.4% 
Volume Loss...... 23.7 21.1 22.4 25.5 
Stock Turn 
(times per year).. 47 2.0 1.8 1.7 























Common Figures for Stores Grouped According to Best 
Selling Price 


the high limit. Yet in 1932 it is found that only 3 
per cent of shoe stores were able to keep their ex- 
penses as low as 25 per cent, and these stores were 
all located in small towns. So if anyone today thinks 
he can start a shoe store and operate it on 25 per cent 
expense, he stands a very good chance of a huge dis- 
appointment. 

Taking up the various items of expense in detail, 
it is shown that the payroll has always amounted to 
slightly more than one-half the total expense and it 
probably will continue to do so. The typical payroll 
rose from 17.5 per cent in 1931 to 18.5 per cent in 
1932, the various ‘groups showing the following costs: 


Pay Roll Expense 
All Stores 18.5% 


Si MRM OIROS 6054 6.05.6. biec on cee as ececdeeuerbees 18.2% 
DAGIII WOME: EOTES. 5.5 cc ccc avevcvevcecceacneces 18.4% 
DAUR III UE OS 6.6.60. 5 5.0.0.s.050 0c cent adcesnseeadiene 19.2% 
5 fa MORI PIRI Ss ev'cce-e-0:0 4) 0.6:6:014. 6-4 6.96. oes uve eee mead 18.3% 
MG CIY StOLES . 2.0... cc ccscccccece ree ee 18.0% 
Pg IN OE 605556056. 5.0: sis eceoinrvie sig: laeie hose teens 19.8% 


Of course these payroll costs include the proprie- 
tor’s salary. As regards this item, it was noted the 
average reduction was 16 per cent, but one-third of 
the stores showed more than a 25 per cent cut in the 
proprietor’s salary. 

Owner’s Cut Their Salaries Freely. In fact, “as 
a general rule, the larger the store, the greater was 


the cut in the proprietor’s salary. This same fact is - 


Guides to Improvement and Recovery 











































brought out in the following subdivisions of the pay- 
roll. This list represents only the large volume stores, 
as only in them can an accurate separation of salaries 
be made. 


1932 1931 

eine: SOMMG. 66 ccccavs 10.9% 9.3% 
Cie SN i kos icneeis 3.0 3.0 
Proprietors’ Salaries ...... 5.3 6.5 

Total. Pagroll: ..oc<.s«. 19.2% 188% 


This table shows that the proprietors of the large 
volume stores reduced their own salaries a consider- 
ably greater percentage than the loss in volume, for 
the cost of their salaries dropped from 6.5 per cent 
in 1931 to 5.3 per cent in 1932, despite the 23.7 per 
cent loss in sales. 

“This is not a thing to be passed over lightly,” 
according to the report. It shows plainly that when 
salary cuts became necessary in 1932, the owners 
stepped up like men and took their medicine first 
before passing it out to the men on the floor. And 


. the salary cuts suffered by the salesmen were not 


nearly as severe as the loss in volume, for selling 
salaries rose from 9.3 per cent in 1931 to 10.9 per 
cent in 1932, 














Stores Stores 
Showing | Showing 
Common | Higher Lower 
Figure Than Than 
All Average | Average 
Stores Results | Results | Difference 
Pay Roll.......... 18.5% 16.8% | 20.4% 3.6% 
[0 eee 6.7 6.0 7.2 1.2 
Advertising........} 2.9 2.5 3.4 9 
Misc. Expense.....| 7.5 7.4 7.5 al 
Total Expense..... 35.6% 32.7% 38.5% 5.8% 
Gross Margin...... 30.0 32.1 28.1 4] 
Operating Loss....| 5.6% |  .6% | 10.5% | 9.9% 
Volume Decrease...| 23.7% 21.6% 25.3% 3.7% 
Rate of Stock Turn 
(times per year)..| 1.7 1.8 17 <I 
Sales Per Full Time 
Worker......... $1,175 $8,650 $7,880 $770 























Comparison of the More Profitable Stores With the Less 
Profitable Stores 


“In general, the proprietors must be praised for 
this heroic action. On the other hand, they should 
be censured if they allow this condition to go so far 
that the store is being conducted for the benefit of 
the salesmen and at the expense of the proprietor. 

[TURN TO PAGE 34, PLEASE] 
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THE EDITOR'S OUTLOOK 


Editor 
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Retailing to Set Own “Codes” 


Evidently the retail industry 
cannot wait for the drastic and revolutionary Indus- 
trial Control bill to become law. There are signs that 
retailers everywhere have sensed the true spirit of the 
contemplated law and are hurrying forward its ac- 
ceptance. 

While every manufacturing association is “hot- 
footing” it to Washington to give up their individu- 
ality and to accept collectivism—the retailer here, 
there and everywhere is adopting at least one provi- 
sion of the bill and making it ring the cash register 
with consumer approval. 

The vitally important section is on “Codes of Fair 
Competition.” Even before trade associations can 
set up their own golden rules, retailers here, there 
and everywhere have pledged “the truth, the whole 
truth and nothing but the truth;” and no more of 
the cunning of what is termed “commercial truth” 
—terms that are the custom of business, and mild 
lies under the head of trade privilege. This one 
step alone captures the true spirit of the “New 
Deal” as expressed by the President. If we can 
have integrity of statement in retail advertising as 
the beginning, or the end, of trade practice, we have 
moved materially along the path towards recovery 
and real progress. 

In a very few days, government will supervise, 
regulate and control private industry, preferably with 
the cooperation of associations and individual con- 
cerns; but with compulsion—whether or no they like 
it. In one law, all manufacturing businesses will be- 
come inherently public utilities. If this is so, and 
production is a “bounden” system, then retailing will 
perhaps be the only point of free initiative and effort 
and competition. 

Maybe the retail industry, sensing the restraint that 
is likely to be brought to bear in production, desires 
but a minimum of governmental restriction at retail. 
To assure that, retailing is going to do a lot of co- 
operation on its own part and for its own good. 





Taking an ethical stand now, through the prepara- 
tion of codes of retailing practice, is a piece of superb 
strategy. 

Even before the precise details of the plan have 
been laid for price fixing and price raising, retailers 
are saying: “We shall not buy shoddy, inferior 
shoes, made in shoe factories under abnormal con- 
ditions and at starvation wages. The quality of 
our shoes and the good will of our store merit the 
selection by us for the customer of honest mer- 
chandise, honestly made. A good quality shoe de- 
mands a fair price to the manufacturer; a fair 
price to the dealer and a fair price from the con- 
sumer.” 

Noble sentiment and we hope a truthful belief of 
the majority of merchants everywhere. On this point 
of a fair price, no one principle is more important 
with or without the Industrial Control law, than that 
of the sale of an article at a price that carries with it 
real cost and a fair profit for goods and services. 


Lee's hope that the good intent 
of government, of manufacturing and of retailing is 
more than just words on paper. These new prin- 
ciples for a square deal in business have within them 
the possibility of setting the pace for a real “March 
of Progress.” It is a noble experiment and if success- 
ful warrants more than a two years’ trial. 

Some very practical and conservative men are men- 
tioned in the administration of this new law. Within 
thirty days they will have at least a dozen key indus- 
tries in line and so systematized as to make possible 
a forward movement in all industry so that the control 
and cooperation will cover all business, or most all 
business by next Fall. 

The merchant doesn’t fear a general price rise or a 
general policy of fixing prices at a point that includes 
cost-plus a slight profit. What he fears is “favored 
[TURN TO PAGE 39, PLEASE] 
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Push Whites for Summer 


Sell Them Through Persistent Promotion, 
But Don't Sale Them at a Profit Loss 


Dramatize Whites! The biggest white season in years 

is under way. Through powerful promotions and 

style coordination in advertising and display, depart- 

ment stores are making a strong bid for white shoe 
business. 


Some shoe stores are doing a good job too! Every 
shoe store that has whites can and should do it! Cas- 
ually showing a few whites in a mixed window, and 
mentioning them in ads isn’t enough. Whites deserve 
a planned, complete, dramatic promotion. It can be 
done! Even with a limited appropriation and staff. 
The plan outlined here gives a thorough practical 
example that can be carried out without great expense 


or effort. 


The post card for direct mail to a selected list can be 

used for any number—as little as 200 or up into the 

thousands. The message and idea can be used for a 

combination letter and illustrated folder, if something 
more elaborate is desired. 





DISPLAY 


Mat board tacked to the 
back of a painted block of 
woed, and lettered, makes a 
very effective interior dis- 
play fixture. A series of 
them on the cases or ledges, 
featuring different styles of 
white shoes will tell the 


IS RIGHT 











hw 








story quick. 





+( > Am 
FOR SPORTS 





The interior display unit costs but a few cents to con- 

struct and letter, as shown, yet it can be made of 

costlier materials and fussier design. And so with tlie 

window display and ad set-up. They can be kept u:- 

terly simple or built up into a very decorative and 

elaborate display and advertisement. The IDEA °s 
there. 


Vv 


Whites are naturally a part of a Sport Shoe Week 
Promotion. Whites also have a place in ventilated 
shoe promotion. Both these promotions have been 
recently covered by the Boor & SHOE REcoRDER. 
However, whites are important enough to be given a 
special (major) promotion, with ads, windows, in- 
terior display and direct mail, all coordinated in a 
dramatic presentation, continuing and adding to the 
interest in your store’s summer shoes at their most 
profitable selling period. 


WHITE 





BE RIGHT- WEAR 


Ts 


MORNING 


AFTERN@N 


















































AND NIGHT STORE NAME 











POST CARD MESSAGE 
Dear Madam: 


Fashion says: “White is right—white alone, or with a touch of 
color.” Wear it for sports, for street, for afternoon, for dinner, for 
evening. Whatever the costume, there are appropriate new (store 
name) white shoes to give happy harmony, or cheerful contrast. 
Of course, they are of our usual good quality, moderately priced. We 
shall be glad to serve you. 

Yours truly, 
(Store Name) 


Five hundred of these postcards can be mailed for $5.00 
plus the small charge made by your printer 
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HEADQUARTERS 
| FOR FOOT COMFORT 


Ay y ...that’s what your store becomes 
| when you feature the complete 
Dr. Scholl line! 


If you feature the complete Dr. Scholl line, you are in a posi- 
tion to offer relief for virtually every form and variety of foot 
trouble that man is heir to, (and about 7 out of 10 people have 
foot trouble of one kind or another). ) 
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CORNS 
CALLOUSES 
BUNIONS 


CROOKED TOES 





















Are you treating the Dr. Scholl line as an important adjunct to your 
business—a “department of foot comfort” to which your customers can 
be habituated to come for relief from any kind of foot trouble? If you 
do, you will not only widen your sales of Dr. Scholl products themselves, 
you will also build - public interest in your establishment and benefit 
your business as a whole. 


Dr. Scholl’s Foot Comfort Week! 
JUNE 17th to 24th 


Progressive shoe dealers regard Dr. Scholl’s Foot Comfort Week as one 
of their most important aledand events of the year. They know it is 
not only productive of immediate and splendid results at a fine profit, 
but also a valuable asset to be recognized by the public as HEAD- 
QUARTERS for Dr. Scholl’s Foot Comfort Appliances and Remedies. 


We have made more elaborate preparations this year for Dr. Scholl’s 
Foot Comfort Week than ever before. Tie-up with this drive for addi- 
tional sales and profits by displaying Dr. Scholl’s Aids for the Feet in 
your windows and on your counters during this period—June 17th to 
24th. Write now for newspaper cuts—furnished without charge. 
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SEE OUR EXHIBIT 
—CENTURY OF PROGRESS EXPOSITION— THE SCHOLL MFG. CO., INC. 
pain 213 West Schiller St., Chicago 62 West 14th St., New York 





JUNE—NOVEMBER, 1933 


Dr. Scholl’s Toe-Flex 
straightens crooked 
or overlapping toes, 
insures safe correc- 
tion, gives immedi- 
ate comfort—75¢ 
each, 





Dr. Scholl’s Onixol 
gives quick relief 
from pain and in- 
flammation caused 
by ingrown nails — 


Dr. Scholl’s Zino- 
pads for Bunions in- 
stantly relieve ten- 
der, enlarged joints, 
remove shoe pressure 


35¢ box. 


D! Scholls Awws For Tne Feet 


When writing advertisers please mention Boot and Shoe Recorder 












In the window display idea below, we have omitted 
all decorative detail, or fancy trimmings in order to 
make very clear the essential points that should be 
emphasized in the display. Six more elaborate 
sketches were made and discarded in favor of this 
very simple, obvious plan that any store can use. In 
any setting, the caption “Be right, wear white” must 
be given prominence, and the other three sections— 
morning, afternoon and night—should be pretty well 
balanced, so that none loses in importance. These 
might be built up unit groupings against narrow 
panels. 

Cut out white letters and a black frame could be 
used above, with panels of green for morning, yellow 
for afternoon, and dark blue for evening. Cut outs 


of sun and stars could be applied in the correct panels.. 


Vv 
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DISPLAY 


AND HERE’S THE AD 


This ad in the original newspaper size would be 
about three columns twelve inches. It could be 
“boiled down” to two column width by using small 
illustrations. The heading copy would be the same as 
on the postcard except for the last sentence, “We 
shall be glad to serve you,” and the salutation.. The 
ad could be elaborated by adding sketches of cor- 
rectly dressed figures for each shoe group. Be sure 
to give clear descriptions of the shoes. 


TWENTY-SEVEN SUGGESTIONS FOR ADS OR SHOW CARDS 


WHITE—for happy harmony, or cheerful contrast. 
White—with staccato notes of color. 

White Kid shoes—that can be cleaned in a jiffy. 

White shoes—they lighten your feet and heighten your chic. 
“White and”—sport shoes for spectator or player. 

“Wilting Weather? Wear White Shoes.” 

All White—the smartest shoe fashion for Summer wear. 

For dress—White shoes—for sports. 

If they're All white, they’re all right. 

Bverything’s going to be all white. 

White leads fashion for Summer 1933. 
White—cool—Summery—smart—dramatic. 

White—wear them everywhere. 

Versatile whites—come in linens, kidskins, meshes and pigskin. 


White—the Summer shoe that goes with everything. 
Presenting the WHITE shoes to wear. 

New shoes are all ready for the WHITE Summer. 

Be sure they’re WHITE—then go ahead. 

Go smartly through Summer in White shoes. 

On the green or on the dance floor—White is right. 
White—for every hour of a Summer day. 

Vacation time is White shoe time. 

Summer days will be happy days—in White shoes. 
White—the spirit of Summer smartness. 

(Men) 

It’s not swell to swelter—wear. crisp cool White shoes. 
White shoes—as cool as they look. 

Wear White—and look Summery. 















’ BooT bas SHOE RECORDER 
’ combining THE SHoE RerTalter, June 10, 1933 


Acain Hubschman has pro- 
_ duced an entirely new leather— 
» Tandrite Calf Color No. 401 
| Orianna (shown above) and 
Black No. 400 Orianna. A plump, 
boarded calfskin that is mel- 
_ low, staunch and sturdy, with 
a grained appearance. 


An all-weather, all-purpose calf- 
skin that, fortunately, is available 
in popular priced shoes that will 
be ideal for Fall wear. 





E. HUBSCHMAN & SONS, INC., PHILA. 


TANNERS OF FINE CALF LEATHERS 
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Offered ina NEW, 
EXCLUSIVE leather! 


















ANDRITE 
CALF 
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Making White Shoe Ads 


by 
GEORGE E. GAYOU 


Associate Editor 





the white shoes sma i Oe of the neat advertisin: . 
EEE | wear this summer . tricks of the season, developed in promoting whit ams 
footwear, has been the use of screened backgrounds, bec 
PCAMMEVER ctheveneest28he = on which white is emphasized in contrast. B. Alt- sith 


— man & Co., New York, in their clever layout, repro - 
the 


1 


TC b 











= 


Lord & Ta | duced herewith, thus make you conscious of the 
Y!OF sums up _ whiteness of their white footwear. The shoes fairly 
the summer situation ap from the page; they emphasize their own besi 
selling features, which makes the use of descriptiv: 
copy practically unnecessary. The tone values in the 
background are well selected for depth, being dar 
enough to force the white and light enough to alloy: 
the black, used in illustrating the sport shoes, to pro 
duce the desired effect. 

The small copy used under the shoe illustrations 
hite koe’ appears blacker and gives more readability to thi- 
white or boa) ron active unit of the “ad.” For visual presentation, througl 
_.- and let it be li ce — skilled handling of layout and artwork, this white 
packskin oF hids! ip poten shoe promotion has been excellently presented. 

10 50 12 —_—iti= Ina majority of the “ads,” shoes are spotted about 
a the layout in what appears to be confusion. This 
on oeentet effect has been attained in the Altman “ad,” where 
~ | | six shoes are shown and only once are the positions 


was 
OpE 
fea 
cha 
Spo 
pat 
ng 
This summer ---W° a 
LCE 
ot 


des 





seectaron duplicated. This adds to the eye appeal of the unit 

ee and does much to break up the monotony and main 

em cote tain attention value. The animated effect, done with 

rahe tig apparent recklessness, forces the eye and directs in 
terest to all of the shoes. The direction is generally 
always toward some element in the layout that needs 
emphasis. 

Observe the two lower shoes with the toes directing 
the eye into the copy reading “This Summer,” which 
arrangement was not just an accident, but the result 
of advertising experience and knowledge. This in- 
terpretation of an advertising principle is too fre- 
quently dismissed with little concern. 

Efforts of this kind put selling punch into your 

a a Ivinine advertising and give it distinction. There must be a 
eet ane oe. 1 Pt mn reason for every word and every line or drawing 


entation make 


a oe , injected into printed exploitation. 


np a s — A keen desire for the goods is developed in this 

the appeal. . orn 4 “ad.” The urge of possession is instilled into the 
Nii 2 mind of the reader through the visual type of appeal. 
SKTH FLOOR a When the eye had registered on the brain, it was 


drawn to the copy and price at the bottom of the 


si 


(©) Gere-mosh one 
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Look Different 


Summer Shoe Layouts and 
Copy Need Distinctive Appeal 
to Stimulate Sales Activity 





unit. There was no chance of losing your reader 
because of price in this “ad.” That was the thing 
to which your attention was directed. If a price re- 
sistance did exist, it was pretty well weakened after 
the customer studied the footwear. 

The Lord & Taylor “ad” presented an entire ward- 
robe of shoes for Summer wear. A broad interest 
was attracted in this promotion, as it offered selling 
opportunities in four fields of footwear, rather than 
featuring one definite type. Included in the mer- 
chandise featured were active sports, spectator 
sports, afternoon and evening footwear, with two 
patterns introduced in each division. The direct sell- 
ing objective is well established in this “ad,” which 
gives the woman customer a wide selection of pat- 
terns, carefully illustrated with all details as to design 
of stitching and lines of the model, price and material 
description. 


; A woman can actually buy 
footwear from this “ad.” If her exact type is not 
shown, enough are illustrated to convince her that 
she can be served with satisfaction and would at the 
very least create enough excitement for her to inves- 
tigate the values offered. 

Reversing the copy and shoes from one side to 
another breaks the monotony and regimentation of 
shoes. The price punch was pulled to a nicety. This 
is one of the best indications of business improve- 
ment. Price is not considered number one business 
in the “ads” of the moment. Not to the degree it 
was six months ago, when nothing else really mat- 
tered—so it was believed. 

The two small “ads” of Cammeyer and Frank 
Brothers are well designed. The latter suggests 
$14.50 atmosphere and the generous use of white 
space, good typography and delicacy of handling in 
the layout pack a lot of quality in its appeal. 

The shoe business should have more men’s shoe 
advertising. Effective presentation of men’s foot- 
wear through the printed word is too infrequent. 
The two John Ward “ads” and the one of London 
Character Shoes, both of New York, are virile ex- 
amples of forceful, convincing promotion. The one 

[TURN TO PAGE 35, PLEASE] 
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of satisfaction 


} 
| 
Few shoes ever made can boast a record like 
that of “‘ Montross’. We introduced it val 
eral seasons ago and it yumped to tremendous | 
popularity. To date we've sold 90,000 min 
If you are quick at arithmetic you can easily | 
figure the distance this shoe has taken its 
wearers. a But here's the real point: To sell | 
like that ‘‘Montross’’ must be not merely 
good but extraordinarily good. It has that 
happy combination of conservative style, 
wonderful fitting qualities—and stamina. It 
will look fine until it is completely worn | 


out. Two years ago this great shoe sold for | 
. | 


$9. Today it is $8. No wonder it is popular! | 


OUR NEW MIDTOWN STORE 
1S NOW OPEN 


50.E. 42" ST. 


All our stores now feature 75 distinctivé styles of white or 

colored buckskin suitable for country or seashore wear; also 

genuine hand-sewn Moccasins for golf or tramping, and many 
other varieties. 
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Two of these 
ads are ad- 
dressed to ex- 
ecutives. Can 
you select these? 

new arrange- 
ment of placing 
sport shoes in 
the layout de- 
serves recogni- 

tion. 
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A novel golf shoe window by H. & S. Pogue Company, Cincinnati, featuring the Arnold Authentic line of golf footwear. The pictorial map 

in the background featured the various golf clubs and courses in the vicinity of Cincinnati, thereby getting the immediate interest of all 

golfers. The figures were done in cartoon style and added a touch of human interest by showing the difficulties of various courses, as 
for example the danger of driving the ball into the Ohio river. This window aroused a lot of interest among Cincinnati golfers. 


Window Displays Should Reflect 
the Impulse =f tae sree 6 
Toward Recovery 


Sales Story Based on Style and 
Quality. 

Men took courage and their courage became as con- 
tagious as their recent fears and pessimism. New 
determination to win out followed the New Deal. As 
Henry Ford expressed it, the Ship of State was 
turned around. But what was more significant, the 
minds of men were also turned around and their 
thinking took a new direction. Optimism took the 
place of pessimism. Constructive forces succeeded 
deflation and destruction. People began to think and 
act positively instead of in terms of negation. 

The public caught the new spirit as quickly as the 
business men. It was reflected in increased activity 





— early in March an 
emotional reaction has been sweeping over the coun- 
try. It started with the bank holiday and the advent 
of the new Administration. Late February and the 
first few days of March witnessed the psychological 
low point of the depression. Short of utter economic 
chaos, it would be difficult to imagine a more dis- 
ordered condition than that which confronted the 
nation, with the progressive disintegration of its 
credit and financial structure as the bank holiday 
movement spread from state to state. The mental 
reaction of the people was contagious. Loss of con- 










fidence and fears for the future gripped the country, 
paralyzing initiative and rendering enterprise power- 
less. 

March fourth marked the turning point. Curiously 
enough, the closing of the banks throughout the 
nation by Presidential proclamation brought a reac- 
tion of relief. The feeling became widespread that 
the worst was behind us. The swift, positive action 
of the new Administration strengthened this view. 


in retail trade, almost as soon as banking conditions 
in various communities resumed their normal trend. 
The Recorper’s reports on pre-Easter shoe business 
in all sections of the country showed an almost in- 
credible improvement. . The same condition was appa- 
rent in other lines. Many were fearful at first, lest 
the betterment should prove a temporary spurt, to be 
followed by another setback, but as week after week 
has witnessed a broadening in the forward move- 
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@ The Official Midsummer Show 
will this year be conducted on a na- 
tional basis, under the joint direc- 
tion of the New England Shoe and 
Leather Association and the Na- 
tional Shoe Retailers’ Association, 
and with a broadened 
appeal to the country’s 
buyers and manufac- 
turers. 

@ A group of the city’s 
best hotels are co-op- 
erating for the accom- 
modation of visitors 
and exhibitors, and in these will 
be found a complete range of lines, 
grades, styles, and prices of 1933 
American footwear for Fall and 
Winter. Desirable sample and 
display rooms for manufactur- 
ers obtainable only at Fair Head- 
quarters. 
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@ The Co-operating Hotels are: 
The Bradford The Ritz-Carlton 


The Brunswick (Sleeping rooms only) 
The Copley-Plaza The Statler 


The Lenox The Touraine 


The Parker House The Westminster 
@ Stimulative conferences and 
clinics for retailers 
and_ wholesalers, ar- 
ranged bythe N.S.R.A. 
and the National Asso- 
ciation of Shoe Whole- 
salers. 

@ The United Shoe Ma- 
chinery Corporation’s 
famous educational exhibit. 

@ Delightful ocean outings, golf for 
prizes, and other outdoor hospital- 
ities for visiting shoe buyers spon- 
sored by the Boston Shoe Travelers’ 
Association, the Boston Shoe Asso- 
ciates, and the Southern Shoe 
Salesmen’s Association. 
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This window was declared by the Merchants’ Division of the Chamber of Commerce of Los Angeles to be the most artistic merchandise 


window of any kind entered in a competition recently conducted in the fashionable Wilshire shopping district. The colors used were rose 


and lemon. 


The central felt floor piece was rose and the two at the sides were in lemon, as was also the side drapery. The colors are 


picked up and repeated in the plywood cut-out background. The window was the creation of |. R. Rounsaville, proprietor of the store 
which bears his name at 5476 Wilshire Boulevard. 


ment affecting many industries and lines of business, 
these fears have given way to renewed confidence 
and the whole temper of the country has undergone 
a transformation that seems well nigh incredible. 

But what has all this to do with the subject of win- 
dow displays for the retail shoe store? The thought- 
ful merchant will see that it has everything to do 
with them, for it is through the windows that the 
shoe store reveals itself to the public. Window dis- 
plays, therefore, should react to every important 
change in the temper of the people, for it is only by 
putting his merchandising in accord with the thinking 
and the desires of people that the merchant can make 
the most of his selling opportunities. The wise mer- 
chant knows that it is easier to go along with the 
popular tide than to try to run counter to it. When 
great numbers of people are responding to certain 
emotions, it is easy to sell them things which are in 
line with their emotional urge. 


Throughout the depression the 
emotion of fear dictated the practice of rigid econ- 
omy, and it was perfectly logical for stores to reflect 
the economy urge in their advertising and their win- 
dow displays. Some stores may have overplayed 
price and thus contributed to the general deflationary 
trend of the times, but, in general, it was the natural 
thing, the obvious thing, to fill windows with popu- 
larly priced merchandise and to feature price promi- 
nently, both in window displays and advertising. 

Now, however, that picture is completely changed. 
The price period has passed, not because people are 
no longer interested in price, but because, for the time 





being, they are more interested in other things, in 
style, color, beauty, quality, all of the elements that 
many people, through necessity or fear, have been 
subordinating to the rigid restrictions of economy. 
The motive of economy still persists in the minds of 
millions, but those minds are weary of concentrating 
their attention on drab necessities and are today re- 
ceptive to a new sales message, based upon some more 
appealing argument. From the merely economical 
standpoint, it is better that people should now forget 
price as far as possible and go back to buying mer- 
chandise according to their needs and desires. Such 
a change in buying habits, sweeping across the coun- 
try, could do more than any other single thing to 
accelerate the progress of recovery. 

How, then, can the new psychology be reflected 
and interpreted in window displays? First of all, 
merchants must study their windows and store fronts 
objectively to make sure that there is nothing left in 
them to reflect to passers-by the drab, depressing 
dullness of the past four years. It’s time to redeco- 
rate, refurbish and restore the shoe store, within and 
without, and to make windows attractive with new 
backgrounds, trims and decorations. Buy some new 
fixtures or provide for a window service that will 
give you a succession of new backgrounds and trims. 
Make your windows colorful, interesting, attractive. 

If price has dominated your window displays up 
to now, switch to the style and quality angle for the 
next four weeks, or until clearance sale time, and 
don’t stage your clearance sale too early. Mid-July 
is soon enough. In most cases, August 1 is better. 
From now until then feature style merchandise and 
[TURN TO PAGE 39, PLEASE] 
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This color (the “brown taupe” of the Textile Color 











Card) is an exact match for the famous “Eel Gray” 
introduced by Schiaparelli, which was a color midway 
between brown and gray. It is suitable for promotion 
in connection with a wide range of gray-browns and 


taupes upon which American fabric houses are working. 





It should be introduced early and watched carefully, as 
the success will depend on the popularity of gray-brown 


and taupe in ready-to-wear. 


This shoe is made in a 
famous Schiaparelli color, 
“eel,”’ and is trimmed with 
gunmetal ‘‘peg’’ ornaments, 
copied from a fastening used 
by Schiaparelli on coats. The 
gore loop is of gtay-brown 
silk kid, and so is the lock- 
stitched stripping. 
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cihoatlen by request to Room 1702-100 Gold Sireet, New York 


When writing advertisers please mention Boot and Shoe Recorder 






































































































34 


“Exactly that situation prevailed in 
quite a number of stores. In fact, it 
is impossible to come to any other con- 
clusion but that in the great majority 
of stores the time has come to make a 
long delayed and drastic cut in the 
payroll,” states the report. 

Sales Per Worker Drop. It was 
found the average annual sales per full 
time worker (including proprietor, of- 
fice help, etc.) was $8,175. Of course, 
this seems like an extremely low fig- 
ure. Explaining it, the summary says: 

“The heavy loss in volume is par- 
tially responsible, but the larger rea- 
son is because shoe store owners, with 
few exceptions, exerted every effort to 
avoid discharging employees. They 
have ‘shared the work’ among as many 
men as possible, with the result that 
almost every shoe store is over- 
manned, consequently the sales per 
worker must fall. ‘Sharing the work’ 
is another highly commendable policy 
which can be quite ruinous if carried 
to extremes.” 

While 62 per cent of the reports 
showed a reduction in rent, still the 
cuts did not equal the loss in volume, 
hence the typical rent cost rose from 
5.9 per cent in 1931 to 6.7 per cent in 
1932. In small cities rents cost 5 per 
cent; in medium cities, 6.4 per cent; 
while in large cities the average was 
9.8 per cent. 


Problem of Rentals 


Rents a Serious Matter. “These 
rental costs,” the summary states, “are 
so high it is no wonder there has been 
a national uprising among retailers to 
force rents to a more reasonable basis.” 

In discussing rents, this summary 
makes a very forceful presentation 
showing why, under today’s unprece- 
dented conditions, retailers are entitled 
to a reduction, even though they are 
under leases signed in good faith by 
both parties. It might be stated briefly 
thus: 

“When any lease is signed, the 
amount of rent specified therein is in- 
fluenced by three main factors: 


1. The retailer’s ‘capacity to pay.’ 
2. The landlord’s right to a prop- 
er return on his investment. 

3. These two factors are colored 
by (a) what the retailer would 
have to pay elsewhere and (b) 
what the landlord could get 
from someone else.” 


Since all these three factors repre- 
sent a less amount of money now, 
therefore rents should be reduced, be- 
cause the hardship caused by high 
rents has amounted to a _ national 
calamity. 

The educational division does not 
mince words in taking issue with pub- 
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Retail Shoe Store Operations 


[CONTINUED FROM PAGE 21] 


lished reports made by real estate or- 
ganizations to the effect that 6, 8 or 
even 10 per cent rents are “normal” 
for shoe stores. These, the summary 
states, are entirely too high. A table 
of “Reasonable Shoe Store Rents” 
shows amounts ranging from 3 per 
cent in towns under 10,000, up to 6 
per cent for cities over 300,000 popula- 
tion. 

The only item of expense to show a 
decrease in 1932 was advertising. It 
fell from 3.1 per cent in 1931 to 2.9 
per cent last year. This means that 
the dollar expenditure for advertising 
was cut nearly 30 per cent during the 
year. 


Gross Margins Up 


Slight Increase in Gross 
Gross margin showed a very slight in- 
crease, being 30 per cent for 1932 
compared with 29.7 per cent in 1931, 
both figures being too small to produce 
a profit. 

It is pointed out that adequate gross 
grain margin revolves around two 
things, viz, sufficient original markup 
and control of markdowns. Unfor- 
tunately probably 90 per cent of all 
shoe merchants do not know definitely 
either their original markup or their 
markdowns. Only that small minority 
who keep books on the “retail system 
of inventory” can possibly know these 
figures definitely. So all dealers are 
urged to mark their shoes more care- 
fully. “If profit is not put in at the 
beginning it will not come out at the 
end,” says the report. 

The average original markup was 
computed to be 37.3 per cent, although 
it was evident most of those answering 
this question were guessing. It was 
noted that quite a number of small 
town, small volume stores still quoted 
33 1/3 per cent as their original mark- 
up, a figure which makes it practically 
impossible to show a profit. The re- 
port asks, “Why be in business if you 
price your merchandise so you are 
licked at the start?” 

The larger volume stores, as well as 
those in larger cities, get a better gross 
margin, but their higher expenses even 
things up so the losses shown by the 
various groups turned out to be fairly 
uniform. 

The Major Problems. One of the most 
interested tables presented in the book 
is No. 14, detailing the comparison be- 
tween the stores showing higher than 
average results and those showing low- 
er than average results. The report 
comments: 

“It appears the more profitable 
stores showed an advantage over the 
less profitable group of 5.8 per cent in 
expenses and 4.1 per cent-in margin. 
This bears out the conclusion, previ- 
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ously stated, that for 1933 the majo 
problem is the reduction of expenses, 
In detail this 5.8 per cent advantag 


in expenses was made up of 3.5 perf 


cent in payroll, % per cent in rent, 04 
per cent in advertising and 0.! pe 
cent in miscellaneous. From those fig. 
ures it seems evident the expense prob. 


payroll. This is further borne cut by 
the fact there was little difference jy 
the turnover showing of the tw 
groups, and only a comparatively 
small difference in the volume logs, 
The salesmen in the more prolitable 
stores were busier, too, as they sold 


| $8,650 per full-time worker, compared 
with $7,880 in the less profitable sores, 


The Loss in Volume. In stu<ying 


Mersin ' volume losses little difference appear: 


between the various departments in 


the family shoe store. Incidentall,’, the F 


total volume loss since 1929 is shown 
to be 40.2 per cent. 
The following table shows the com- 


parative volume produced by the vari- 


ous departments of the family shoe § 


stores in 1932: 


Department Per Cent of 

Sales Total Sales 
OS et © Ore 21 
Women’s .........+-. 54 
Children’s ........... 10 
Miscellaneous ........ 15 
100 


An exhaustive discussion of volume 
brings out the fact that, “Whether 
right or wrong, the retail shoe store 
has worked along entirely different 
lines from virtually all other compar- 
able retail lines. 


Hosiery Sales Volume 


Hosiery sales were found to be 53 
per cent of the total. This seems quite 
low and the suggestion is made that 
the average store should try to build 
hosiery up to 10 per cent of the total 
volume. 

Leaving out the case stores entirely, 
the average store that does credit busi- 
ness had 66 days credit business on its 
books at the close of the year, compared 
with 63 days business in 1931. This 
shows collections held up very well 
during 1932. 

While the average shoe merchant's 
credit relationship with his customers 
may be said to be reasonably satisfac- 
tory, the same thing cannot be rep: ted 
as to his indebtedness to manufac- 
turers. 

Shoe Store Finances. -Accounts pay- 
able for merchandise received consti- 
tute one of the most serious prob/iems 
in the trade today. When the retziler 

[TURN TO PAGE 36, PLF\SE] 
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Making White Shoe Ads Look Different 


featuring sport shoes carries a skillful 
treatment of art work and layout. In- 
dividuality was used in placing the 
shoes in their unusual position. This 
slement alone marks it from the usu- 
ally mine run of layout, giving it a 
newness of appeal. It has attention 
value and holds the eye sufficiently for 
it to catch a rather extended assort- 
ment of men’s sport shoes. The space 
cet aside for copy hits the reader at a 
normal line of vision. The shoes, top 
and bottom, keep the reader’s interest 
from running out of the copy. 

The two John Ward “ads” are su- 
perb specimens of advertising layout, 
copy and art treatment, which pro- 
nounces them as of the finest among the 
clever “ads” appearing in the New York 
papers. 

The success of the “Malvern” “ad” 
was largely due to fine writing and use 
of expressive words in the copy. The 
copy was developed to bring to the cus- 
tomer’s attention the length of time in 
business, the fact that “we made a name 
for ourselves with young New York 
executives,” a flattering phrase to 
arouse vanity in young men and create 
an urge for a shoe of this type, and the 
resemblance of the shoe to a fine hand- 
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[CONTINUED FROM PAGE 29] 


made model. This was a build-up on 
workmanship, style and finish. No 
doubt the “ad” was designed to reach a 
very definite market and it certainly 
does. 

This line of copy goes in a straight 
line to lower Broadway and hovers over 
Wall Street, where everyone revels in 
the idea of being mistaken for a young 
broker. “And it is a great favorite 
with New York’s young attorneys, 
brokers and coming business executives, 
who are judges of style.” Dignity is 
the word that perhaps summarizes the 
general theme of the “ad.” The illus- 
tration of the shoe is attractively placed 
in the unit of space. In place of the 
border used, there could have been sub- 
stituted one more simple and not as deli- 
cate, which would have strengthened 
the masculine appeal of the layout. It 
would require courage to criticize this 
detail in so good an advertisement. 

The other “Montross” “ad” goes into 
lengthy copy, reciting the popularity 
and building up the wearing qualities 
of the shoes. Note the similarity of the 
two layouts, both different in sales ap- 
proach. The copy appeal is based upon 
popularity and repeat orders from cus- 
tomers. It makes a point of the fact 
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that “It has that happy combination of 
conservative style, wonderful fitting 
qualities—and stamina.” In both in- 
stances the shoes and the copy appeal 
are not intended to reach the “hot” 
shoe market. Here are shoes that busi- 
ness men who are meticulous about 
their appearance like. The “ads” were 
dressed in a conservative dignity usu- 
ally reflected among a large group of 
business men. The approach to this 
field deserves attention on the part of 
merchants. The majority of men’s shoe 
advertising is generally down the path 
to the younger generation. 

In the more sedate field, it is possible 
to merchandise better shoes, because 
quality is a factor with which most 
business men are familiar. 

Judicious use of white space and 
elimination of heavy black spots other 
than the shoe gives to the “ad” an open 
feeling. There is no crowding of the 
copy. It requires courage to use as 
much space as employed in these ads, 
just to illustrate one shoe. The tempta- 
tion to show as many shoes as possible 
has ruined both the selling appeal and 
the effectiveness of many “ads.” This 
is generally true when experience and 
judgment are not used in layouts. 


NEW... — 
PIPER 


» DEAL 


WILL BE ANNOUNCED SOON 
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Retail Shoe Store Operations 


[CONTINUED FROM PAGE 34] 


is slow in paying his accounts the man- 
ufacturer’s finances are impaired, and 
so on down the line. 

For 1931 it is estimated that 63 per 
cent of the dealers who reported were 
in satisfactory financial condition, 16 
per cent were in fair shape, and 21 
per cent were in poor condition. Using 
the same basis for conclusions, it is ap- 
parent that at the end of 1932 the 
financial condition of the reporting 
dealers might be classed as follows: 42 
per cent satisfactory, 28 per cent fair 
and 30 per cent poor. 

As to cash on hand, 60 per cent re- 
ported less than in 1931, and 40 per 
cent reported more. The total cash on 
hand dropped 15.1 per cent during the 
year. 

As to indebtedness for merchandise. 
57 per cent of the reports showed re- 
duced accounts payable and 43 per cent 
showed an increase, yet the total of 
accounts payable dropped only 8.2 per 
cent during 1932. 

Alongside of this 8.2 per cent drop 
in accounts payable it must be remem- 
bered that the typical drop was 23.7 
per cent. To keep things “even,” in- 
debtedness to manufacturers should 
also have dropped 23.7 per cent in- 
stead of 8.2 per cent. The difference 
between these two percentages meas- 





ures to some extent the degree to which 
the retailer’s financial position fell dur- 
ing the year. 

A year ago 40 per cent of the reports 
showed no bank indebtedness. At the 
end of 1932, 63 per cent of the stores 
owed the bank nothing. On 72 per 
cent of the reports it was found that 
bank loans had decreased, and on 28 
per cent they had risen. 

On all sides it was evident the banks 
were pinching down on their loans, 
thereby throwing upon manufacturers 
the burden of carrying the retailers 
along. 

A Constructive Work. The summary 
concludes with a brief description of 
the N.S.R.A. Free Inventory Analysis 
Service, which furnished the basis for 
all the figures in the book. This ser- 
vice is growing rapidly year by year 
and has proved a great help to the 
shoe dealers who take advantage of it. 

As a whole, this summary of “Shoe 
Store Operations in 1932” is the most 
complete treatise on actual shoe store 
conditions ever presented the trade. It 
is highly recommended for careful 
study by everyone connected with any 
branch of the shoe industry. Copies 
may be secured from the National Shoe 
Retailers Association, 8 South Michi- 
gan Avenue, Chicago. Price, $1.00. 








INDEX WHOLESALE PRICES CONTINUE UPWARD 
Fe SR CE ERR NRE ET 


WASHINGTON, D. C.—The Bureau of 
Labor Statistics of the U. S. Depart- 
ment of Labor announces that its in- 
dex number of wholesale prices for the 
week ending May 27 stands at 63.3 as 
compared with 63.0 for the week end- 
ing May 20, showing an increase of 
approximately five-tenths of one per 
cent. These index numbers are de- 





rived from price quotations of 784 com- 


modities, weighted according to the im- 


portance of each commodity and based 
on average prices for the year 1926 


as 100.0. 


The accompanying statement shows 
the index numbers of groups of com- 
modities for the weeks ending April 29 
and May 6, 13, 20 and 27, 1933. 


Index Number of Wholesale Prices 


April29 May6 
. 61.9 


ALL COMMODITIES 61.5 
a products 


Foods 

Hides and leather products.... 
Textile products 

Fuel and lighting 

Metals and metal products.... 
Building materials 

Chemicals and drugs 
Housefurnishing good 
Miscellaneous : 


Week Ending 
May13 May20 May 27 
62.3 63.0 63.3 
49.0 50.9 52.4 
59.1 60.3 
75.8 78.9 
54.0 4 
61.3 
77.9 
70.8 
72.6 
71.8 
59.0 


47.8 
58.2 
73.3 
53.7 
62.1 
77.5 
70.8 
72.4 
71.7 


58.8 58.9 








Opens in St. Albans 


St. ALBANS, VT.—The Green and Gold 
Shop, a retail shoe store, has been 
opened at 46 Main St., by Nathan and 
Benjamin Harris. The color scheme of 
green and gold is carried out through- 
out the store. Walk-Over and Franklin 
shoes are featured. 





Watson Joins Knipe Bros. 


Warp Hitt, Mass.—Theodore Wat- 
son, well-known executive for a number 


of years identified with the Stone-Tar- |. 


low Co. and later with the Diamond Shoe 
Corp., has taken over the treeing and 
packing departments of Knipe Bros. 
Co., manufacturers of men’s welts. 
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ADVERTISED LINES 
MOST PROFITABLE 


Akron, O.—There is no doubt that busine; : 
has turned and to those who have been carryin, 
nationally advertised quality shoes will go ¢),— 
reward of quicker retrieval of volume, in th pe 
opinion of E. B. Belhumeur, shoe departmenh 
manager at the A. Polsky Co. department sto. Be 


here. 


years,” said Mr. 


upturn has arrived.” 


Several new lines have been added to M, 


Belhumeur’s department, some by customers 
request, and preparations are being made fy 
the shop’s expansion this summer. 
include enlargement of the men’s shoe division 








Potter Stages Style Show 


CINCINNATI—E. C. Orr, vice-presi. 
dent of the Potter Shoe Company, a: — 
sisted by Miss Maude Steelman, stage 


a most unique style show. The Costume 


Booterie, in Potter’s Shoe Store, one of F 


the handsomest shoe shops in the city, 
had been most attractively decorated 
with special backgrounds and a pro. 
fusion of flowers in which beautify] 
surroundings the style show was given, 
The sales people of the store modelled 
the various advance and current foot 
wear in costumes that harmonized with 
the different styles of shoes. 

An orchestra, composed of Potter en. 
ployees, played during the show and 
added much to the beauty and pleasure 
of the occasion. 

Miss Steelman, who had planned the 
show, was master of ceremonies and re- 
ceived many compliments upon the orig. 
inality of her effort while E. C. Or 
was congratulated upon the fact that 
the Potter Shoe Company was probably 
the first retail shoe store in the country 
to give such a style show. The show 
was given at night. 


Good All-White Window 


CuIcaco—An all-white shoe window 
at Carson, Pirie, Scott and Company's 
is displaying models which show many 
of the interesting details of this sea- 
son’s shoe creations. 

Tucked white kids have diagonally 
tucked heels; punches and tucks are 
combined in alternate rows; pattern 
perforations are in various sizes; thong 
lacings, fagottings, fringed tongues 
and pinkings all mark these shoes as 
up to the minute in style value. 

Publicity calls attention to the fact 
that there are 26 new styles in white 
shoes. 


Riverside Economy Store Opens 


MIDDLEBURY, VT.—A new retail shoe 
store, known as the Riverside [Fcor- 
omy store, has been opened in the Rog- 
ers block. Jack Lowre is manage’. 





“I believe that the nationally advertise, : 
brands have enabled merchants to hold quali, B 
business more consistently during the last thre 
Belhumeur, “and that th 
merchants thus stocked will be the ones i 
register a speedier recovery, now that th fe 
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! Rochester at 80% ‘Capacity 
- creases were regarded as a matter of 
_ i Rochester district began producing at 


> a scarcity developed in the upper 


oat 


AND SHOE 


RocHESTER, N. Y.—Definite price in- 
| days here this week as factories in the 
| from 80 to 85 per cent of capacity and 


leather market. 

There was no sign of a letdown in 
Rochester, Batavia or Dansville facto- 
ries last week and Auburn plants be- 
gan to take on additional men and 
lengthen their working weeks. Mar- 
shall, Meadows and Stewart at Au- 
burn was reported working at 85 per 
cent of capacity on high-grade shoes, 
the Robinson-Bynon Company there 
went on a five-day week and the Au- 
burn Dunn and McCarthy plant pre- 
pared to increase its working day from 
eight to nine hours in the welt depart- 
ment June 5. 

Manufacturers generally predicted 
price upturns in Rochester in antici- 
pation of further heavier buying. Re- 
tailers who have advanced, it was 
pointed out, already are profiting more 
heavily. Stocks at old prices are al- 
most depleted. 

Retailers reported a better feeling 
on the part of the public, with the de- 
mand strong for quality goods. 





Changes Sales Policy 


CoLuMBus, OHIO—F ollowing the 
semi-annual sales conference of the 
Julian & Kokenge Co., manufacturers 
of Foot Saver and Foot Friend wom- 
en’s shoes, the traveling force which 
had previously been divided between 
the Julian & Kokenge line, the Foot 
Saver and the Lape & Adler line, the 
Foot Friend were combined. All sales- 
men will carry both lines for Fall. As 
a result, territories are somewhat 
changed, but generally speaking, the 
salesmen will remain in about the same 
territories as formerly. 

Operations at the plant are increas- 
ing, and according to officials, the ca- 
pacity of 3000 pairs daily will soon be 
reached. 


“Century of Progress” Shoe 


CHICAGO—Marshall Field and Com- 
pany are offering a shoe especially de- 
signed for the Century of Progress. 
This follows along the lines of foot 
comfort and it is hoped will provide 
easy transit over the 82 miles which 
fair trotters will have to travel to get 
even a bird’s eye of the big event. 

This shoes goes by the name of 
Field’s Century of Progress Shoe. It 
comes in black and brown with lizard 
and in white Marcella with white calf. 
Much publicity will be given this shoe 
throughout the duration of the fair, 
it was said here. Many visitors trying 
to hobble around with footgear anatom- 
ically incorrect will welcome a shoe de- 
signed especially for their comfort, it 





is thought. 
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No. 5100, White Pig Grain Oxford, Moulded Leather Sole, Rubber 
Sizes 1 to 8, full sizes only. 


Heel. 








MADE IN er" 


SANDAL 


TRADE MARK 


Light as a feather, cool, 
comfortable, durable 


CONSTRUCTION PATS. PEND. 


STOCK—I 











MMEDIATE DELIVERY 


* Ideal for Street, Beach or Outing 
Wear 

Mother will buy on sight for the 

Growing Girl 

as well as her- 


self, 























$0.90 



















TERMS 


5%—30 days. 10 
cents per pair extra 
on orders of less 
than 12 pairs to a 
style. 


No. 5200. White Pig Grain Sandal Moulded Leather Sole, Re 


Heel. 


Sizes 1 to 8, full sizes only 


BRAUER BROS. SHOE C. St.Louis, Mo. 
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But it must be remembered that the 

United States is a great producer of 
raw materials—the products of the 
farms, the mines and the forests. It is 
the greatest producer of raw materials 
in the world. The new wealth that 
comes out of the soil every year is the 
direct foundation of all its industry, 
for over 90 per cent of the products 
of its factories goes to the domestic 
user. The new demands will encourage 
purchase of new shoes for the work to 
be done. 

The retail shoe dealer can very often 
increase his sales volume by cooperat- 
ing with the management of industries 
that are located in his community. In- 
dustrialists have of late become more 
znd more mindful of the enormous 
costs of the excessively high rate of 
accidents in their various lines of 
manufacture. 

Good shoes aid in preventing acci- 
dents. Experience has taught that 
poor, faulty shoes unquestionably lead 
to a higher injury ratio. A wofkman 
who continues at his work in the in- 
dustrial plant while wearing old, worn 
out or thin-soled shoes, will invariably 
meet with a foot injury sooner or later. 
Shoe managers know this. They are 
well aware that the greatest number 
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Shoes for the Work of National Recovery 


[CONTINUED FROM PAGE 15] 


of accidents are those of the eyes, the 
hands or the feet. 

In a large Ohio factory, very little 
trouble was encountered in enforcing 
the “good shoe” rule with the skilled 
workmen. But in order to get proper 
cooperation from the less skilled and 
lower paid employees, arrangements 
were made with a local shoe merchant 
to supply the proper shoes best fitted 
for the work. This dealer, due to his 
knowledge of shoes, gave splendid co- 
operation. He selected and kept in 
stock various types which the industry 
adopted as standard for their men. 

Any local shoe dealer would do well 
to canvass the various factory man- 
agements in his locality and arrange 
to supply the type of shoe or boot best 
suitable for their purpose. Special 
leggings also can be furnished those 
plants where molten metal, acids, etc., 
are handled. Foundries and steel 
plants require the congress or gaiter 
type shoe which can be quickly removed 
from the foot. In departments where 
the “heavy objects are lifted or rolled 
about, then a shoe with a heavy box 
toe is required. 

In many instances, the plant man- 
agement issues orders to a merchant 
who supplies shoes to the workman and 








the company then deducts one-fourth 
or one-half of the price from the pay 
envelope each week until the amount 
is paid. 

The safety movement is growing hy 
leaps and bounds. Plant safety com- 
mittees know that good _ substantia] 
work shoes mean less foot accidents, 
Work shoes, in shops, in the field and 
in the mine are now coming into their 
own. 


N. W. Convention Dates 


MINNEAPOLIS, MINN.— The North- 
western Shoe Retailers Regional Asso- 
ciation next convention dates are ap- 
nounced by Secretary H. S. McIntyre, 
as Feb. 5, 6, 7, 1934,.in Sioux City, 
Iowa. Headquarters will be the Mar. 
tin Hotel. Harold W. Reid of L, 
O’Harrow Co. of that city, is president 
and plans to spend three weeks soon in 
Iowa, South Dakota and Minnes ta, 
Nebraska and Wisconsin, on association 
and convention promotion work. 





Bell Brothers Store Discontinued 


RANDOLPH, VT.—The retail shoe 
store, operated by Bell Brothers, Inc., 
has been discontinued. 











EST. 1899 
1239 Broadway . - 





—LEAD THE FIELD——— 


COLT BOOTS 


for Men and Women 


$400 


per pair 


No Less Than 6 Pair Lots 


Black or Brown’ 


English Pattern 





Full Leather Lined 


WRITE for COMPLETE CATALOG J-10 TODAY 


COLT-CROMWELL CO., Inc. ee 








~ Your Store Name 
Individual 


Price Tickets 


Any Assortment of 























(Actual size) WRITE for TEXT .--*” 
ved berder, green leaves on white Pd 
OMEN’S BROWN—B-3729 pe 
WOMENS GAGS Sam ag OO aise 

MEN’S BLACK—B.3728 OTHER_STYLES AVAILABLE et Boor & sto! 
ay Ge a ai 867 W. Adams St.. 
an Sait 
si a with e 
2 Cscn 4.00 _.-* Oo pS nope aa 
o* Be ccace check enclosed 
oo" TD 0 nc0c006e0nsenceestBeesceseoce: 
aoe Need tickets City Peer ere eereesseseresesessesere: 

New York City gt ee REE Fo Ripe Meee 120%, Ge ea 




















































Prices Wanted 
100 tickets............... $2.50 
200 tickets................ 4.25 


—with store name in type— 

(If special hand-drawn design 

add 75c. to initial order.’ 
Without store name 


Check in advance must accompany 
order—unless C.O.D. shipment: 
is preferred 
For your spring trims we have 
appropriate, seasonable tickets 

in-stock. 


Samples on Request. 


DISPLAY WINDOW CARDS 
Sizes: 7” x 12” and 8” x14”. 
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Retailing to Set Own ‘“‘Codes” 


[CONTINUED FROM PAGE 22] 


lists’ and favored competition. The merchant when 
he knows the real cost of his goods can establish for 
himself his necessary margin. 

What the merchant then expects nationally to help 
is the very thing that is in the background of the bill 
—reeinployment of millions of people who work in 
the producing of goods and services and become con- 
sumers with the money they receive. 

Lalor no longer has the status of being a com- 
modity like thread, heels and supplies that go into the 
shoes. It now assumes, by law, a place equally im- 
portant to that of the buyers or sellers. Labor is 
hoth--for it gives of its capital in time and experience 
and skill to the production of things, and with its 
money becomes a consumer of things. We are be- 
ginning to realize that the important thing in this 
country is to finance consumption for as goods are 
consumed they are replenished and in that process 
all may work and benefit. 


If the new association agreements will have the 
force of law, they will curb cutthroat competition and 
all unfair practice. True competition then begins at 
the ultimate point of sale and retailing. 

There is a world of work to be done to coordinate 
industry to its new control of planned production. Re- 
tailing will not be far behind in accepting good goods 
at good prices, to resell (a pair at a time) in honest 
and ethical competition. True merit of goods and 
services wil] become the new measuring stick of suc- 
cess in business. It is almost too good to be true but 
the law promises a new and honest deal and we may 
soon see new and better days. 


Window Displays Should Reflect Impulse 
Toward Recovery 


[CONTINUED FROM PAGE 32] 


subordinate the price angle. Show people the uses 
of merchandise and talk to them about its attractive- 
ness, its desirability and its inherent worth. Play up 
the vacation appeal, which always finds an echo in 
tired minds. It should elicit a ready response this 
year. You will get a favorable reaction from your 
customers, for you will prove yourself to be a re- 
sourceful merchant, in tune with the trends of the 
times. Later on your sale windows and your sale 
“ads” will click the more convincingly by contrast. 


The present banking picture indicates approxi- 
mately 15 per cent of the bankable wealth is tied up 
in closed banks. Half of this frozen purchasing 
power should be thawed out within the next few 
months, 








BEWARE... 


SALES THAT HAVE 
THE POWER TO KILL! 


Not paradox, but fact. Slipper sales 
that appear to net you a sweet 
profit may carry your business to 
ruin. 


Zapon has been ever mindful of the 
danger inherent in chiselling. For 
this reason the quality of ZAPON 
LEATHER CLOTHS has never been 
permitted to falter. With ZAPON 
LEATHER CLOTH you sell quality 
slippers in the popular-price field, 
profitably, soundly. 


Use these good ZAPON LEATHER 
CLOTHS. They will lead you to 
sales that have the power to build. 


“The Standard of Quality Since 1884” 


THE ZAPON company 


A Subsidiary of Atlas Powder Company 


STAMFORD 
CONNECTICUT 


<> 
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SHOE MERCHANTS know 
from experience the annoyance end 
expense involved when wood heels 
are insecurely attached to shoes 
.. « Heels that are wrenched off or 
loosened cause great embarrassment 
to the wearer and often endanger 
her safety. 


¥ ¥ 


Heels attached by the WAC or Alpha 
Wood Heel Nailing Machines and 
then reinforced with screws securely 
fastened with the WMC Screw Insert- 
ing Machine will give greater security 
to your customer and will insure 
increased confidence in your 


merchandise. 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 


When writing advertisers please mention Boot and Shoe Recorder 
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- NATIONAL NEWS 


——————~ 


"Michaels Made Buyer at 


Saks 5th Avenue 


New YorkK—On Monday, June 5, Jo- 
seph Michaels occupied what is re- 
garded by many as the premier shoe 
buying position in America, when he 
became buyer and manager of Saks 
5th Avenue shoe department, succeed- 
ing Edward Cohen, who resigned that 
office. 

Mr. Michaels was buyer and man- 
ager of the women’s shoe department 


JOSEPH MICHAELS 


of Saks 34th Street store previous to 
his present promotion. 

In 1913 he joined Saks & Co. as 
buyer of men’s, women’s and children’s 
shoes. He brought to this department 
a new appreciation of style in women’s 
shoes and introduced what was consid- 
ered at that time a daring innovation 
of pink, blue and other colored tops in 
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women’s boots, this being the footwear 
vogue of the period. The enthusiastic 
response to this trend encouraged Mr. 
Michaels to further elaborate his style 
footwear, which he did by giving New 
York women colored kidskin boots. He 
recognized this new interest in foot- 
wear, that attempted a departure from 
the staple tan and black oxford or 
boot, as an acceptance on the part of 
the fashionably dressed women for 
footwear style beyond the immediate 
limitations of the shoes of that era. 

It was in the period following this 
development of boot styles that inno- 
vations were observed in decorative 
footwear and the new buying impulses 
that followed, because of style intro- 
duction, had their beginning from this 
time. 

In 1921 I. Miller & Sons decided 
they needed Mr. Michaels and pro- 
ceeded to negotiate for his services, 
which they succeeded in gaining. He 
remained with this firm until 1924, 
when he returned again to Saks 34th 
Street shoe department, as buyer of 
women’s footwear. Under his manage- 
ment, the department expanded and 
was recognized as one of the leading 
style influences in footwear merchan- 
dising. 

In 1929 the urge for individual ex- 
pression in a business of his own cap- 








HIDES CONTINUE TO SOAR 


New York—Hide futures reflected net gains 
of 125 to 162 points during the week ended 
June 2. Advancing spot hide prices coupled 
with strength in the security and other com- 
modity markets were largely responsible for the 
new live buying that developed. Spot hides 
were in active demand as the week closed and 
were substantially above those of the previous 
period. Current hide prices are now 12 cents 
a pound compared with 434 cents on March | 
this year. 


SA IS EE 





EVERY WEEK 








tured Mr. Michaels’ interest and imag- 
ination, so he left his position as buyer 
of women’s shoes of the Saks 34th 
Street store and engaged in an im- 
porting business of his own. This busi- 
ness continued until 1931, when the 
operation of the new tariff jeopardized 
the venture. Viewing with concern ‘the 
future of his business, Mr. Michaels 
decided to liquidate his firm. 

Again the call of his first associa- 
tion as an important buyer of footwear 
prevailed. He returned and for the 
third time was made manager and 
buyer of women’s footwear of Saks 
34th Street shoe department. 

In accepting his new responsibility, 
he will continue to merchandise the 
Saks 34th Street shoe department, the 
buying having been relinquished to his 
assistant. In addition to the two New 
York departments, which will be under 
Mr. Michaels’ supervision, the Chicago, 
Saks Fifth Avenue store, as well as 
the Gimbel Bros. stores in Pittsburgh, 
Pa., and Milwaukee, Wis., will be un- 
der his direction. 


Features Whites for Summer 


The Menihan Company of Rochester, 
N. Y., has issued an attractive folder 
featuring its line of white shoes and 
combinations, carried in stock for Sum- 
mer selling. Twenty-one patterns are 
illustrated. They comprise sport, 
street and dress types in a variety of’ 
materials. 


Wm. F. Toher Recovering 


RocHester, N. Y.—William F. To- 
her, member of the retail shoe firm of 
Commill and Toher of Oneida and vice- 
president of the New York State Retail 
Shoe Dealers’ Association, is recover- 
ing after his recent serious illness. 
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ADVERTISED BRANDS PLUS NEW FRONT JUMPS BUSINESS 








Chromium was liberally used in this modern front. 


BALTIMORE, Mp.—By featuring 
standard brands of footwear with a 
larger modernized attractive store as a 
setting, Max Meyers, trading as Meyers 
Shoes, 1735 Pennsylvania Avenue, has 
experienced a very substantial increase 
in business. As an instance of how 
well known brands of footwear appeal 
to his customers, Mr. Meyers stated he 
sells in one day as many as 150 pairs 
of one particular make in addition to 
other footwear. 

In addition to featuring recognized 
brands and a new attractive store, other 
means employed by Mr. Meyers to in- 
crease his business include radio ad- 
vertising, direct mail appeal, weekly 
window display changes and window 
feature suggestions. 

The terrazzo doorway with glass door 
finished with chromium fixtures and 
attractive display windows finished off 
with chromium draw many people to 
the store and have a strong sales ap- 
peal, Mr. Meyers stated. 

“Since opening my new store, April 
1,” Mr. Meyers said, “I do as much 
business in one day as I did in a month 


at my former location. This I feel is 
due largely to the fact that I am now 
featuring only standard brands of foot- 
wear instead of odd lots as heretofore 
and also to the new larger modernized 
attractive store. And the interesting 
part of my business at my new loca- 
tion,” Mr. Meyers added, “is that I am 
selling footwear at higher prices than 
ever before.” 

Additional improvements to this 
establishment, including specially con- 
structed chairs, footrests and the lay- 
ing of rubber tile floor covering, covered 
over with rugs. The additional im- 
provements will cost around $1,000. Mr. 
Meyers has already made improvements 
to the building at a cost of $10,000. The 
building was purchased for $20,400. 

A unique feature of Meyer’s new 
store is the inner rolling awning. When 
not in use the awning is rolled back in 
a space supplied for that purpose over 
the entrance and the chromium bar at 
the end of the awning sets back har- 
monizing with the store front. When 
rolled and not in use the awning is not 
visible. 








‘Slogans Brighten Ads 


AkrRoN, OHI0O—A sprinkling of slo- 
gans brightens advertising copy of the 
shoe division of the A. Polsky Co. de- 
partment store here, with the idea re- 
garded a valuable aid in moving mer- 
chandise. 

Examples of slogan application are: 

the shoes that make feet 
shoe that breathes,” 
slippers for feet that 


Opens New Store 


CLEVELAND, OHIO—Harry H. Tucker, 
who has operated the Tucker Shoe 
Store at 686 East 185th Street for sev- 
eral years, has taken over the Haley 
Co. store at 10425 St. Clair Avenue, 
where he will operate another modern 
shoe shop. The second store was 
opened under Tucker management on 
May 24. The location is in one of 
Cleveland’s busiest neighborhood shop- 
ping districts. 








Chicago Style Notes 


CHIcaGo—O’Connor and Goldberg 
are featuring white footwear in Zenuin, 
buckskin and genuine pigskin with 
leather heels. These are priced fron 
$8.50 to 12.50. 

A pump in doe fabric with cane meg, 
is selected as a headliner at Wolock an 
Bauer’s. This is described in sales taj, 
as “superbly designed and hang. 
crafted.” It is shown in black, bly 
brown and a wide choice of pastel 
shades. The price is $14.50. Handbag, 
to match are also featured. 

Marshall Field and Company ay 
tying up white shoes into the summe 
ensemble by featuring them in an aj. 
vertisement that suggests: 

White at your hands; 

White at your throat; 

White at your feet. 

Shoes to illustrate this are a kid 
step-in pump, a perforated kid oxford, 
a Marcella cloth sandal and a perfor. 
ated kid with an instep tie. 

F. E. Foster and Company’s special. 
ty is a T-strap sandal with very large 
perforations in contrasting colors. It 
comes in black, brown or blue calf and 
grey suede. It is selling for $10.50, 

Pigskin in white, in a T-strap model, 
perforated through, is being advertised 
by Walk-Over as “this little pigskin 
can go anywhere all summer long.” 
$6.50 is the price. 


Measuring Device Good Weapon 


SEATTLE, WASH.—A heavy foot-meas. 
uring and shoe-fitting contraption 
proved the Nemesis of a daring day- 
light burglar at the Florsheim Shoe 
store after the manager and shoe sales- 
man were held up, and the bandits 
escaped. Seizing this implement as a 
weapon, Thomas Bagwell, the salesman, 
gave chase through another depart- 
ment store and brought the gunman to 
bay with it, when he and others closed 
in on him in a third store. 

There were no customers in the store 
when the 27-year-old culprit entered 
Florsheim’s at 1418 Second Ave., with 
a companion. The two gunmen ex- 
posed their shiny wares, and proceeded 
to rifle the register and safe of cash 
and checks, the two escaping with about 
$500. 

The slow second of the two was 
trailed by the irate Bagwell as he left 
the store, and he bagged him well at 
that. At police headquarters the man 
confessed his part in the shoe store 
robbery, and gave clues to the police 
which are expected to lead to the arrest 
of his companion in crime. 


To Make Girl Scout Shoes 


LYNN, Mass.—The Melanson Shoe 
Co. has received a contract from the 
Girl Scout Organization to make of- 
ficial shoes. This compay is well 
known for its high grade children’s and 
misses’ numbers. The basis for the 
award of this contract was distribution 
and quality. 
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Bowling League Winner 


PHILADELPHIA, Pa.—The Philadel- 
hia Shoe Retailers’ Bowling League 
has just completed its third and most 
successful bowling season. 


Pictured above, with the winning trophy, is 
Harper's Walk-Over Team of The Philadelphia 
Shoe Retailers Bowling League. Standing from 
left to right are Nolte, Terwilliger, Steckfuss. 
Seated, Carlin, Lindsay, and McDevitt 


Prizes amounting to $1,000 were 
given to all participants and runners- 
up in the keen race. In addition to 
keeping all members in the highest de- 
gree of physical fitness, the league 
sponsors cooperation among the mem- 
bers of the leading shoe stores of the 
city. The league was organized three 
years ago, primarily for the purpose 
of bowling, but today it is an organ- 
ization of cooperation, entertainment 
and physical upbuilding. Outings and 
dances are held regularly during the 
year. 

The final standing of the teams was 
as follows: 

Harper’s Walk-Over, Geuting’s 
Chestnut Street Store, Hanan’s, Dal- 
simer’s, Geuting’s Market Street Store, 
Nisley’s, Lane Bryant’s, Thom McAn, 
Hanover, Regal. 

A. J. McDevitt, manager of Walk- 
Over, is chairman; Howard Binley, 
manager of Nisley Company, is presi- 
dent; Ben Weinstein, proprietor of 
Foot Health Institute, is vice-presi- 
dent; O. C. Ruhmann, manager of 
Regal’s, is treasurer, and Joe Morton, 
auditor of Geuting’s, is secretary. 





ADVANCES PRICES 50 CENTS 


_ New York, N. Y.—In a page advertisement 

in which “Gimbels Tells the Whole Truth” is 

the lead headline, the men’s shoes department 

displays a Sport Oxford at a $3.00 price. It an- 

nounces that after the present supply of 700 

pairs are gone that the price will be advanced 
a pair. 
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SELLING AN IDEA 
is easier 


than selling just shoes! 


YOU WALK ON A CUSHION OF AIR 


THE 


AIR-TRED CONSTRUCTION 
is a selling idea 


as well as a practieal 
eomfort construction 


The Air-Tred resilient cushion effect is easily felt and appre- 
ciated by every woman. It is a demonstrable feature of 
special comfort—an idea so obvious that it immediately com- 
There is no need of bargain atmosphere 


mands a fair price. 
You can get a full-mark-up and a 


when selling Air-Treds. 
profit—and assured repeat sales. 


The Air-Tred construction is fully protected by patent. A 
permanently resilient air cushion tread is used in place of the 
usual filler. This resilient tread enables the insole to conform 
comfortably to the natural contours of the foot, giving an 
unusual degree of comfort and support. 


Air-Tred welts and silhouwelts are distributed only through 
exclusive agencies. Now is the right time to start a new deal 
in retail policy—Start selling idea footwear which pays a 
better, steadier profit. Write to..... 
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WHERE TO BUY 
Men’s Shoes 


i i i i ie 


“HIGHE RADE ONLY” 








EAST ct i Mell 








Tid teJtll 
CUSHION SHOES 
FOR WOMEN 


THE JOHN EBBERTS SHOE CO., Inc. 
Buffalo, N. Y. 


Both lines carried in stock. 


FOR MEN 
J. P. SMITH SHOE CO. 
Chicago, Ill. 














cs 
6 SHOE 
Men’s Fine Shoes 
OLD COLONY SHOE CO. 
Brockton, | Bost 
MASS. 10 wien ‘eT. 








Shoes Now Retail $8.50 Up. 
A. E. NETTLETON CO. 


H. W. COOK, President 
Syracuse, N. Y. 











Stacy Adams Co. 
Manufacturers of 
MEN’S FINE 

SHOES 


Brockton, Mass. 
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FALL COLORS RELEASED IN NEW FORM 


NEw YorK—In the new collection of 
fall silk colors just released by the 
Textile Color Card Association to its 
members, metallic tones of green strike 
a high fashion note, as expressed in 
Bronze Green and its lighter comple- 
ment, Brass green. 

This season, the Association has is- 
sued the confidential advance card in 
an entirely different form. Instead of 
the ribbon samples of past seasons, the 
colors are portrayed in a_piece-dye 
fabric and grouped in three series of 
looseleaf swatches of generous size. 
This method is expected to prove espe- 
cially practical for dyers and greatly 
facilitate the matching of shades. 

In the interests of sound merchan- 
dising, fewer colors have been pre- 
sented. There are sixty in all and a 
number of the outstanding basic shades 
are identical with tones appearing in 
the recently issued woolen card and 
have the same names. 

Strong fashion interest is focused 
upon the brown family, especially warm 
shades with a hint of red, including 
Chona Brown. Liqueur Brown, a red- 
dish tobacco hue, is likewise decidedly 
new in feeling and blends smartly with 
its lighter harmonizing tone, Spice 
Rose. 

These suggestions for tone-on-tone 
combinations constitute a special fea- 
ture of the collection and are further 
expressed in such harmonies as Burnt 
Rust with Indian Melon and Beige 
Taupe with Cloudbeige. 


Sports Shoe Week Satisfactory 


BALTIMORE, Mp.—The local tie-up 
with National Sports Shoe Week netted 
good results according to shoemen. Good 
sales were registered in men’s sport 
shoes as well as in women’s. While all 
white was highly favored, combinations 
also were in good demand, particularly 
black and white. Buck and pigskin 
were favored, though a preference also 
was shown for canvas. 

Some good sales were also experi- 
enced in boys’ black and white sports 
shoes and in two-toned elkskins featur- 
ing gristle rubber soles for children. 

Many of the leading establishments 
featured effective window displays in 
connection with this event. Hess fea- 
tured a “scales tell the story,” display 
in which scales were featured showing 
the difference in the weight of ordinary 
shoes and summerweight sport shoes 
for men. A special women’s display 
was also featured. Wyman’s featured 
displays of sports shoes for both men 
and women. The Hub featured a min- 
iature golf green in one of its windows, 
in others shoes for tennis and spectator 
sports wear. Dalsheimer’s had a spe- 
cial sports shoe window as did many 
other establishments. In many stores 
posters stating it was National Sports 
Shoe Week, were prominently dis- 
played. 





Taupe tones represent a fashionab 
fall development of the grey gamme y 
important this spring and _ includ 
Brown Taupe and its lighter compap. 
ion, Greyhaze. Armor Grey and 4A;. 
tillery Grey are true greys of mediyy 
and darker value. 

New versions of red give promise o; 
winning favor for fall, especially ruby 
types. Rubylustre and Vintage Re; 
are significant in this group. Barberry 
Red and Araby Red are true m inn 
tones, while Zinnia Red sounds 2 ney 
note in the rust range. Dundee (ree, 
a dark true green, is important as , 
basic shade. 

Violet-tinted tones, like Blue Ir's _ 
Gentian Blue, have decided sty!e 
peal. Alpine Blue is a soft liner blu 
that offers a harmonizing accent for 
Cruise Blue, a light navy. 

A group of lively, brilliant hu:s, es. 
pecially smart for the apértif or dinner 
dress to be worn at sundown, includ 
Pansy Petal, Tomato Bisque, Red 
Fuchsia, Tartan Red and Tipperary 
Green. 

In the pastel gamut for evening 
wear, and accent notes, “confectionery” 
colors are new and subtle in such ver- 
sions as Marshmallow Pink, Bonbon 
Beige, Raspberry Cream and Honey 
Yellow. Moonrise, Starlight Blue and 
Strawtint reflect delicate soft nuances, 
while Aspic Green, Peony Rose and 
Seablue, a new turquoise, are more 
animated evening tones. 


Takes Issue With Miss Perkins 


ATLANTA, GA.—The recent statement 
of Miss Frances Perkins, Secretary of 
Labor, that one of her objects would 
be to “put shoes on the people of the 
South” has brought a sharp protest 
from C. W. Butler, vice-president of 
the J. K. Orr Shoe Company, of 
Atlanta, Ga. 

“While it is true,” said Mr. Butler, 
“that there are only a few shoe fac- 
tories in the South, this does not mean 
that few shoes are worn in the section. 
The South buys shoes from all parts 
of the United States. Southern women 
are invariably better shod than women 
in New York, Boston, Philadelphia and 
many Northern cities. There is scarcely 
a school in Atlanta where the pupils 
do not wear shoes almost unanimously. 
And textile executives inform me that 
operatives are required to wear shoes 
in every cotton mill in the section.” 


New Auburn, Me., Plant 


AURURN, ME.—Lown Shoe Co., incor- 
porated with $50,000 capital, has ‘aken 
space in the A. J. Sweet factory, to 
make women’s shoes, the incorpo: ators 
being Philip W. Lown, L. Grossman and 
L. Berman. Mr. Lown is of: the Philco 
Shoe Co., of Salem. 
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A big white shoe season 
is in prospect. 


<> Diamond Brand Fast 
Color Eyelets with roll 
setting are the finest shoe 


eyelets made. 


O 


UNITED FAST COLOR EYELET COMPANY 


BOSTON, MASSACHUSETTS 
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WHERE TO BUY 


Shoe Dressings 
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CLEANS ALL WHITE SHOES CLEAN 
Satisfaction—Or Money Back 
SOLD BY GOOD WHOLESALERS 


CAVALIER CORP. 
BALTIMORE, MD. 
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WHERE TO BUY 
Dancing Shoes and Taps 


CO 8 


% KENDALL'S "*7iSsIONAL x 



























4 KENDAL SESE LGOMPANY 
TAP 
DANCE 
SHOES 
a 
In 
pat. LEATHER Stock 
Wemens e 
A-B-C 2%-8 Misses 
$1.35 o4. ne? 
— QWENS SHOE CO. — 
eum 589 Essex St., Lynn, Mass. ummm 











Shotthafer With Dodge, Bliss 
& Perry 


J. C. Shotthafer, who is covering the 
states of New York, Pennsylvania and 
Ohio for Dodge, Bliss & Perry, is now 
on his territory and is picking up some 


Ed. C. Keleher with International 


Ed. C. Keleher, who has recently re- 
signed after nine years with the Selby 
Shoe Co., has made a connection with 





ED. C. KELEHER 


a branch of the International Shoe Co. 
He will sell Queen Quality and Dorothy 
Dodd shoes in Texas, New Mexico, 
Oklahoma, Louisiana and Arkansas. 
He resides in San Antonio and before 
going with Selby was assistant buyer 
in the Guarantee Shoe Co. 

A real tribute was paid Mr. Keleher 
by W. T. Mitchell, president of the Na- 
tional Shoe Travelers Association, who 
said: 

“Ed. Keleher is very active in the 
National Shoe Travelers Association, 
having served the year 1932 as presi- 
dent of the Southwestern, having been 
one of the best presidents we have been 
fortunate to have. He is this year 
chairman of the Railroad Committee 
for the National Shoe Travelers As- 
sociation. I know of no salesman in 
the Southwest more popular or better 
known than Mr. Keleher and know that 
his many friends will be interested to 
learn that he has joined the sales or- 
ganization of the International and 
will continue to travel this territory.” 






Friedman With Saks Shoe Co. 


Sam Friedman, who has been on the 
road for many years and most recently 
represented Huth James Shoe Co., is 
now covering the South for the M. J. 
Saks Shoe Co. He is getting a very 





worth while orders for fall. 
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< ON THE SELLING END> 


News of the Travelers and Sales Activities 















Add New Road Men 


Wm. Sobel, who is now vice-president 
and general manager of Walden & 
Perry, Inc., states that he has re. 
equipped their factory with new ma. 
chinery and new lasts, and that the 
shoes they are turning out on the 
cement process are a credit to this 
longest-established Lynn manufacturer, 
Three new salesmen have been ai:lded 
—Percy Fussfelt, formerly with Ban. 
ner Shoe Co., in New York City; Harry 
Miller in Baltimore and the South, and 
W. A. Wilson in Chicago and mid. 
West. These two latter were formerly 
connected with A. M. Creighton and 
Abbott, Armstrong & Abbott. Frank 
Perry will continue to sell the larger 
trade throughout the country, while 
Mr. Sobel will devote his time to run- 
ning the plant and handling a few 
accounts. 


Johnson With Racine 


F. W. Johnson has become associated 
with the Racine Shoe Manufacturing 
Company as sales representative for 
the New England States. Mr. John- 
son formerly represented the Thomp- 
son Bros. Shoe Co. and is well ac- 
quainted with the trade. He will be 
on the territory June 1 with his con- 
plete line of Fall shoes, including the 
Doctor Shoe, the Racine Shoe and the 
Authentic American Shoe. 





Veteran Traveling Man 


Although Col. C. A. Ritter, Dallas 
Texas retired in 1928 as a traveling 
salesman for the Selby Shoe Co. which 
he served for 48 years, he attended the 
recent sales conference of the Selby 
organization and in fact has not missd 
a sales conference for 48 years. Col. 
Ritter is one of the best known sales- 
men throughout the country. He al- 
ways covered southern and western ter- 
ritory and _ generally had_ Texas, 
Arkansas and Oklahoma. 





S. Green Changes Territories 


S. Green, who previously carried the 
Harsh-Chapline line in Eastern Ohio, 
is now selling the Natural Bridge and 
Billiken lines in Northern Ohio and 
Southern Michigan. 


Moves New York Salesroom 


The New York offices and showroom 
of the Johnstown Wool Shoe Company, 
of Johnstown, New York, making a 
general line of shearling slippers, are 
now located in Room 429, Marbridge 





good reception among his trade. 


Building, 47 West Thirty-fourth Street. 
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UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
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WHERE TO BUY 
Shoe Trees 
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PROTECTED. 


Self Adjusting Shoe Trees. 
A Gentle squeeze inserts or 
removes. Write for unique 
sales plan. 


SIMPLEX SHOE 
TREE COMPANY 
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A CASH SALES CHECK FOR $509.50 


New York, N. Y.—A cash sale to one cus- 
tomer which totaled over $500. 00 in real money 
was made one day last week in the J. Glassberg, 
Inc. store at 561 Fifth Avenue. The purchaser 
was a young lady from the South who was buy- 
ing her trousseau in New York. It took sales- 
man N. Albaum a little less than an hour to 


Many Materials in Summer Shoes 


CHICAGO—Many different materials 
are seen in various shops in summer 
shoes. White kid and suede, buckskin 
and pigskin, linen, string mesh, cottons 
and various specially named fabrics, 
such as Marcella and suva cloth. Some 
black oxfords are of cotton fabric com- 
bined with insets of light colored mesh. 
Short vamp shoes are in sport pumps, 
in high heeled pumps and in five eyelet 
ties. Service calfskin is seen in white, 
tan and grey. These are being shown 
in oxfords either with or without 
fringed tongue and in the monk’s tie 
which fastens at the side. For evening 
slippers tinted crepes are still selling, 
also some gold and silver leathers, 
tinted leathers and the very new cordu- 
roy velvet. This latter material, which 
comes in different colors in sandal 
models, is ultra smart. Some slippers 
for active sports have gay striped vamp 
and toe sections which are sewed to 
crepe rubber soles. 


Gary Store Incorporates 


Gary, IND.—Articles of incorporation 
have been filed with the secretary of 
state here by the South Side Boot Shop, 
Inc., of Gary, Ind., formed to deal in 
footwear. The corporation has an 
initial capital stock of 1000 shares hav- 
no par value and the incorporators are 
Wallace P. Studencki, Thomas Master- 
son and Frank Durka. 


Sells Store 


MonTezuMA, lowa—B. F. Sharer has 
sold his entire shoe stock to H. P. 
Aargard of Waterloo. Mr. Sharer had 
been in the shoe business here for 14 
years. 








complete the transaction. Nat J. Glassberg 
reports that multiple sales have been an every 
day occurrence during the past month, the 
majority of their sales, however, are stil 
singles. 
Anyway, the sale referred to is a good one. 
What other store can match it? 


Reopens Shoe Department 


Des MoINnEs, Iowa—Miller-Wohl re- 
opened a shoe department in their store 
here May 26, after discontinuing the 
department for two years. Leon 
Davidson of Des Moines is in charge, 
The new department is being located on 
first floor, instead of the basement as 
formerly, and has new fixtures and dis- 
plays arranged in light green. Women’s 
novelty shoes will be carried at a price 
range of $2.45 to $4.95. 


Miller Buys Elkhart Store 


ELKHART, IND.—Kar] W. Miller, who 
has been connected with the retail trade 
here eight years, has bought the assets 
of the Nu Mode Slipper shop at 130 
West Marion Street. Nelson H. Blough, 
former proprietor, and his family have 
moved from the: city. 








DATES TO REMEMBER 


Fathers’ Day 
Pacific Coast Shoe and Leather Exposition 
at Los Angeles June 12, 13, 14 
Pacific Northwest Shoe Dealers on gt 
Convention at Portland, Ore.....June 19-21 
Independence Day July 
Boston Shoe Fair July 10, 1), 2 
Friendship Day August 6 
September 4 


Labor Day 
Jewish New Year September 21 
November 30 


Hallowe’en 
Thanksgiving 
30th Annual Convention. National Boot and 
Shoe Manufacturers Association, Hotel Com- 
modore, New York December 4 
National Seasonal Opening, Hotel Commodore, 
New York December 5-8 
Christmas December 25 
National Shoe Retailers Annual Convention, 
at Saint Louis Jan. 8, 9, 10, 1934 
Northwestern Shoe Retailers s Regional /Asso- 
ciation at Minneapolis ... .Feb. 5, 6, 7, 1934 
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New Factories Expected 
in South Shoe District 


BRocKTON—With production in gen- 
eral increasing in practically every 
South Shore factory and manufacturers 
highly optimistic as to the future 
with the eventual return to a quality 
market, tentative plans in the making 
py several New England factory ex- 
ecutives, indicate they will soon move 
into the Brockton district. 

While Brockton has had a few minor 
labor problems to contend with, no dis- 
trict in the eastern section of the coun- 
try enjoys the pleasant relationship 
between manufacturer and _ union 
workers that is Brockton’s today. 

A general wage increase on all 
grades, more than likely to be made 
within a fortnight, will definitely check 
any labor difficulty, such as experienced 
by other sections of New England in 
recent months. 





Ad Club Reelects Haviland 


BrockKTON—Roland H. Haviland, ad- 
vertising manager of the Stetson Shoe 
Company, was reelected president of 
the Old Colony Advertising Club, com- 
prised of advertising and sales execu- 
tives of South Shore factories, at its 
recent annual meeting. 

Other shoe executives to serve with 
President Haviland, include vice-presi- 
dents Dean Alexander, Thomas J. Can- 
nan, Secretary Wilbur Longden and 
Albert Howard, treasurer, the latter 
two officers being reelected for another 
term. 


To Open Sixth Unit 


SAVANNAH, GA.—The National Shoe 
Co. will open its sixth unit on Sept. 1, 
at 21 Broughton Street, west, in the 
heart of the retail district. The new 
unit will give the company four stores 
in Savannah, and one each in Jackson- 
ville and Macon. 


To Double Production 


CINCINNATI—J. W. Frolicher, for- 
merly of the Frolicher Shoe Company 
of Lawrenceburg, Ind., is now con- 
nected with The Ohio Shoe Co., Central 
Parkway and Elm: Street, Cincinnati. 
This company manufactures hand ce- 
ment lasted lockstitched McKays in 
women’s popular priced footwear. The 
present production is about 300 pairs 
aday. Mr. Frolicher states that addi- 
tional salesmen are being put out this 
season, with the expectation of increas- 
ing production to six or seven hundred 
pairs a day by Jan. 1, 

Although in a strong financial posi- 
tion, the Frolicher Shoe Company was 
liquidated, due to the insistence of cer- 
tain of the stockholders. Mr. Frolicher 
states that he has consistently opposed 
cuts in wages and at the present time 
is increasing them as rapidly as pos- 
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sible. 


We make shoes 


BUT 
SELL 


STABILITY! 


It is difficult to keep a level head when an aeroplane 
goes through a quick series of steep dives. 
business has been nose-diving for three years, and 
many a head has become dizzy, as we all have 


observed. 


The next maneuver is a series of steep climbs— 
equally disturbing to calm thinking. Yet, sober 
reflection convinces that permanence of business— 
retailing, wholesaling, or manufacturing — depends 


on stability of thinking and performance. 


We subscribe to that belief. Consequently, we style 


shoes, make shoes, and price shoes not 


what may happen, but according to conditions as 
they are. We have never seen the wisdom of flirting 
with dangerous extremes in hopes of inordinate 


gains. 


Just being solid, reliable and stable appeals to a lot 
more retailers than you may think. Hundreds of 
them stick to Robinson-Bynon because Robinson- 


Bynon sticks to stability. 


If your store policy is one of stability, you will enjoy 


doing business with us—and we with you. 


ROBINSON-BYNON SHOE CO. 


Auburn, New York 













TRUE STEP 


Arch Shoe 


Combination Last 





Pap 


WOM Last 


COMBINAT! : 
ARCH SHOE 


$4 AND $5 
WELTS 
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WHERE TO BUY 


Men’s and Women’s 
Slippers 


66h 6 A EPS 








Ww. 8S. CHASE & SONS, INC., 
HAVERHILL, MASS. 

im Steck Men's Full Leather Lined 

Handturned Slippers 
Priced from $1.35 
Kid Pullman Slippers 
colors and black with 
3nap Pocket $1.35 
‘Zipper Pocket $1.50 
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WHERE TO BUY 


Children’s Footwear 


i Rl ll eel 





MRS. DAY’S IDEAL BABY SHOES 


infants’ Soft Seles...0-3 
intermediates ........ 1-5 
Flexible Hard Seles. ..2-8 


Send for In-Stook 
Catalog 


MRS. DAY'S IDEAL BABY 
E co. 
Loeust St. 





Danvers, Mass. 














PURITAN WELTS 


AN IN-STOCK 
INNOVATION 








2/6..$.70 te 6.06 
» 6/8.$.90 to $1.05 
Send for cataleg. 


* 


- « «+ WHITE 
- « + COFFEE 
LIGHT SMOKE 
GRADES: |, 2 and 3 






Send for Samples EPHRATA SHOE CO., Inc. 
IN-STOCK EPHRATA, PA. 


Highest Grade Goodyear Welts. 
Infants’ to Growing Girls’. 
standing Values. In_ Stock. 

line will prove a Revelation in 
Merchandising. 


-CHILD LIFE SHOE MFG.CO. 





New Measuring Device 


The Orthometer was designed to pro- 
vide shoe salesmen with a scientifically 
accurate yet simple measuring device, 
based on the THREE DIMENSION 
SYSTEM OF FITTING. In addition 
to the ordinary heel-to-toe measure- 
ment and a width measurement, the 
manufacturers claim for it that it 
gives the all-important HEEL-TO- 
BALL measurement—which is fast be- 
ing recognized as the vital part of any 
shoe fitting, because it establishes the 
length of the arch span and guides the 
salesman in placing the ball of the foot 
in the correct position with respect to 
the arch base of the shoe—with the 
hinge of the foot working together with 
hinge point of the shoe. 

The Orthometer gives all three di- 
mensions in proper relation to one an- 
other and it does this without demand- 
ing any calculations on the part of the 
salesperson. A movable slide is swung 
around either side to measure the arch 
length of either foot. Every size foot 
from infants’ to adults’ size 14 is pro- 
vided for with unusual accuracy. 

Two other features of the Orthome- 
ter are it conveniently small size and 





OBITUARY 





Joseph L. Sangilier 


New York, N. Y.—Joseph L. San- 
gilier, 43, manager of the Arch Pre- 
server Shoe Shop at 9 East 37th Street 
for the past 15 years died May 27, after 
a short illness. Previous to assuming 
charge of this store, he was associated 
with W. W. Willson in Boston for a 
number of years. All who knew Mr. 
Sangilier grieve his passing, particu- 
larly those in his own store. He be- 
longed to the Masonic bodies and was a 
member of the Fifth Avenue Associa- 
tion. A wife and two children survive. 







Thomas E. Masterson 


Thomas E. Masterson, 65, of the firm 
of The Hub Shoe Co., South St., Boston, 
Mass., died after a short illness in the 
Grace Hospital, New Haven, Conn., on 
May 31. He was on a business trip and 
contracted a cold which developed into 
pneumonia. 

Some 28 years ago he founded the 
jobbing house, which at the time of his 
death, was one of outstanding distribu- 
tors of women’s novelty shoes in New 
England. He was at one time a mem- 
ber of the Boston City Council and a 
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« WHAT'S NEW IN THE TRADE > 


Products, Promotions, Inventions and Ideas 


























THE ORTHOMETER 


light weight. It measures only 3% in. 
x 15 in. and weighs only 13% oz. Made 
of aluminum, it is claimed to be the 
smallest and lightest measuring device 
of its kind on the market. 

The manufacturers, Wheeler-Morse 
Company, of N. Y., are prepared to 
furnish merchants who install the Or- 
thometer with publicity material to use 
locally by them in advertising this new 
8-Dimension Measuring System to their 
trade. 


of the Knights of Columbus. The fu- 
neral took place from the Church of 
St. Hugh, Roxbury, Mass., on the 3rd 
of June. 

That he was held in high esteem was 
evident from the large delegation from 
the shoe and leather industry which 
attended the funeral services. He is 
survived by two sons who are asso- 
ciated with him in the shoe business, 
also four daughters. 








th ei ei ee di i ie 


WHERE TO BUY 
Riding Boots 
RIDING BOOTS 
‘ IN-STOCK , 


For Men, Women and 
Children—also 
Jodhpurs and Field 


; ECONNE 
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past knight of the Mt. Pleasant Council 
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The American 





Business Paper 





a unique institution, nowhere else on 


the globe duplicated in its service 





o Ad BUSINESS executive, re 
cently returned from a trip abroad, 
made the statement at a luncheon 
that foreign business men and 
technicians read our American 
business papers to find out what 
is happening in their own coun- 
tries. This is, of course, a fine 
tribute to the American Business 
Paper, witnessing to its vision, in- 
dependence and initiative. In no 
other country in the world do busi- 


ay. 


What are the features which give the American Business Paper so 
high a place in the esteem of foreigners? 


ness and technical executives have 
an authoritative business press, 
such as we have in America. And 
an advertising man, experienced 
in industrial merchandising, said 
recently that we take our business 
papers too much for granted. In 
the perspective of the foreign ex- 
ecutive, seeking light on his busi- 
ness and technical problems, the 
American Business Paper looms 
importantly. 


Unquestionably the first and most important characteristic of the 
American Business Paper is its independence of opinion. Our Busi- 
ness Papers range all the way from those newsy, informal types, made 


up like newspapers, through all 


degrees of dignity and formality, to 


the quarterly, amazing in the style with which it is designed. Amer- 
ican Business Paper editors are of all types—with one thing in com- 
mon: a wide experience in their own fields and sufficient general 
business knowledge and experience to keep them sane in their pro- 
nouncements. They are competent, and they speak their minds 


frankly, with the larger interests of their industries always in view. 






























The American Business Paper is, in short, an outgrowth of the commercial 
genius of the American People. It serves its particular public — business 
men—with the same freedom of speech and opinion as is accorded the great 
daily newspapers — that freedom which is at the base of all our institutions. 
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THE RECORDER’S 
DISTINCTIVE WINDOW 
DISPLAY CARDS 


Selling is Through 
WINDOW 


IF the shoes in your windows 
could only say aloud: 


“This is a fine store . . . always courteous service. The cus- 
tomer’s needs receive concentrated attention. The merchant 
selling me is giving you wonderful value for each dollar you 
spend.” 


RECORDER WINDOW DISPLAY CARDS give “silent” shoes 
in the windows a voice on behalf of the merchant. Make your 
merchandise attractive in display—use Recorder cards for 
color and to talk YOUR store service—and your business will 
improve. 

You can’t contact the window shoppers outside, but you can 
GUIDE their thinking. Appeal to them on a basis of service, 
quality, personal satisfaction. 


Recorder cards are designed and written exclusively for shoe 
merchants. Double the value of your window displays with 
hand-lettered selling messages on colorful, artistic, die-cut 


show cards. 
Samples will be sent on request 








ri fe 
Ny rf] 
i YAM 


= —————————— 








Silver board, design in 
bright shades of oranze, 
blue and green, based on 
“A Century of Progress” 
World’s Fair modern ar- 
chitecture and coloring; 
text in black. 


Size: 8x14’ 
COMPLETE TEXTS 


sent on request 


4 cards—Women’s Shoes 

2 cards—Men’s Shoes 

1 card—Children’s Shoes 

1 card—Hosiery 

6 cards—On Store Service, 
Fitting, Quality, Ete. 

Single Cards: 60¢ each 

Without Text: 35¢ each 


SPECIAL INTRODUC. 
TORY SERVICE: 3 
cards, 50 blank tickets, 
without holders, @ $1.50. 
On Annual Contract, two 
holders supplied. 





1395 


a | 


“L”: Black and “i: Pale Green “Ss”; Red Flower ‘ 
‘Z"*: Yellow Lan- “oO” 
<< on Design on Buff. on Bright Yellow. tern on Deep a “sree 4 Light Tan. 
. Orange. Yellow. . 





Attractive Hand Lettered Price Tickets 
IN ALL DENOMINATIONS AND BLANK. OTHER DESIGNS IN STOCK 


WITHOUT STORE NAME: 6 dozen @ 85¢; 12 dozen @ $1.50 
WITH STORE NAME: 100 tickets @ $2.50; 200 @ $4.25 
“J’—Adjustable Clips for tickets: 14 gross $2.25 
(tilts at any angle) 1 gross $4.00 
“K”—Shoe Carton Tickets: 500 @ $1.25; 1000 @ $2.25 
CHECK WITH ORDER, PLEASE, unless C.O.D. preferred 











rh 
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: Rose Design 


soy 99° 








Segeggana 
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ORE SHOES /T 


Annual Display Card Service Select the Service You Wish— 
Includes Mail Coupon—See Sales Jump! 


XCLUSIVE FRANCHISE is gi with annual card service 4 
= merchant in an average 7s wen suburb or city shop- aes lay — — 4 


Tr 100 blank harmonizing price tickets 


1© 10, 193) 


: 
| 








n in 
Ine, 
d on 
ress” 
l ar- 

















ing: 
as RE WINDOW BULLETIN, li handisi d 
pm suggestions each month. ee eae sh 2—$4.00 monthly: 
4 ; 9 display cards ... 4 holders... 
TS SPECIAL CARDS, with wording as wanted. 100 blank harmonizing price tickets 


EXCHANGE OF CARDS: Annual card service subscribers may 

exchange any cards received for others of the current month, SERVICE NO. 3—$3.00 monthly: 

whose texts better cover their merchandising program. 7 display cards ses 2 holders ares 
50 blank harmonizing price tickets 









PRICE TICKETS: Blank tickets, matching the current month’s 

cards, supplied free. Neat tickets with prices as wanted, but SERVICE NO. 4—$2.25 monthly: 

= Sewers with the show am — free, if we 5 display cards ... 2 holders... 
f to blanks; harmonizing tickets, with prices as wanted, are ; ; 

to assure well blended trim, are 25¢ per fifty, additional. 50 blank harmonizing price tickets 








nice 
ice, 





IC. ieee nee 







ts, 
<0. BOOT AND SHOE RECORDER 
wo 367 W. Adams St., Chicago, III. 













Please enter our order for the Recorder “Selling Mes- 
sage,” beginning with June, for card _ service 


HOLDERS 
Oval base — bur- 

















? <i ‘ NG@iesecace's > for one year, consisting of........ card 
gel ne holders (with the first month’s service), ........ cards 

a Smart ere blank tickets each month—OR—........ ' 
IMPRINTED tickets at 25¢ per fifty, additional, for 















These modernistic 
holders take any 
size card. They 
harmonize with 
the finest of win- 
dow display fix- 
tures. 






















a ae : which we will pay $........ per year, payable $........ 
Comfortable, ae per month. For cash in advance, full year’s service, 
mcg ae : 59% discount. Checks from foreign subscribers must 

ae ' be drawn on United States banks, or include exchange. 
(If for any unforeseen reason we wish to discontinue 
' service before expiration of order, we agree to pay 
‘$1.00 per month additional for each month’s service 
delivered, and agree to return the card holders.) 


We sell MEN’S, WOMEN’S, CHILDREN’S SHOES, and 


WOMEN’S HOSIERY. (Cross out lines not carried.) 
We wish IMPRINTED TICKETS @ 25¢ per fifty: 
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Merchants Service Dept. 
BOOT AND SHOE RECORDER a tidvdwewdtiedcddncdeehsctaudsadede danadaaaaeal 


367 W. Adams St., Chicago, Il. ect ee | eee 
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CLAV//IFIED ano WANT AD 


A DEPARTMENT 
WHERE EMPLOYER 
AND EMPLOYEE, 
BUYER AND SELLER 


PEA RN 
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SALESMEN WANTED LINE WANTED SIDE LINE WANTED 


SIDE line salesman for new medicated mole- SHOE. Mfrs. and Jobbers attention. Have IDE LINE WANTED—Children’s shovs pre. 
skin foot relief. Nothing else like it. Three spacious offices with outside solicitations, A! ferred by able salesman covering Wash igton, 
years on market. Fast Selling repeating shoe ref. and will be pleased to represent you in Oregon, Montana, and Idaho, and selling fines 
store item. Popular am Liberal commission. California and Pacific Coast. Your rejects class of trade women’s novelty and spor shoe 
Kinox Co., Rutland, and cancellations will bring better prices thru line. Cost of traveling this territory makes jt 
my oftices. Sam cede 1924 Franklin agreeable for our representative to carry non. 
SAL -ESMEN wanted to carry, on straight com- St., Oakland, Calif. conflicting line. This is a rare opportunity 
mission basis a_good sideline. Many good : . for some manufacturer wishing to develop busi. 
territories open. Interested only in salesmen ANTED—A line of women’s shoes for the ness economically in this territory. A idress 
who can turn in some good business. Refer- state of Iowa. Have covered the state of D-379, care Boot and Shoe Recorder, 367 Wes 
ences required. Address D-376, care Boot and Iowa for many years and have a following Adams St., Chicago, Illinois. 
Shoe Recorder, 239 West 39th Street, New among the representative shoe retailers in the 
York Y. state. Can furnish best of references. Address 
Charles A. Clark, 902 40th St., Des Moines, 


EPRESE IVE D Iowa. 
R WANUFACTURER OF BINDING AND  ————_______________ BUSINESS OPPORTUNITY 
AY IN UL OB St aA Rr HOES on consignment: Two _ experienced 
CHUSETTS AND ROCHESTER. ALSO shoemen with following. Approximate annual 
LINE OF BUCKLES AND ORNAMENTS — twenty a Lena 4 a eight 5 oat 
THROUGH SUBSIDIARY. ADDRESS D-383, san nvestigate ress 81, care Boot > 
BOOT AND SHOE RECORDER, 239 WEST and Shoe Recorder, 239 West 39th Street, New Fintona took AWW nnd care i 
39TH STREET, NEW YORK, N. Y. York, N. Y. income in service fees, A new syatem of 
cain - ‘ Cc ec ° 
SALESMEN—CARRY LINE OF HIGH ANTED: Line of men’s, women’s shoes or oe ox tan By eoke. Mnay 1 Fa 
GRADE SHOE POLISHES, LOWEST "general line for the states of Minnesota, for training; openings everywhere with 
SELLING PRICES ON MARKET. North Dakota, South Dakota and Nebraska. all the trade you can attend to. No capi- 
CHANGES BEING MADE BY US IN MANY Have covered the territory for a great many tal required or goods to buy; no agency 
STATES. STRAIGHT COMMISSION FIRST years and have following and can furnish best or soliciting. Eetablished 1 94, Address 
MONTH. ADDRESS: SALES) of references. H. H. Rosenbough, Greenfield, Stephenson Laboratory, 21 Back Bay, 


MEN 
WANTED, #49 WOOSTER ST., NEW Towa. Boston, Mass. 
YORK, CITY. 


FINE, line Women’s Brooklyn Turns, Retail POSITION WANTED 
$6.50 to $7.50. Commission only. Address 
)-3 S 
gg Ramee rot woe NR mee A aeons ae wat HOE salesman, 18 years’ experience selling WANTED TO PURCHASE 
s men’s shoes in Greater New York desires 
ALESMEN WANTED: The ‘Step Rite inter- connection with reliable manufacturer making 
mediate creeping and first walking shoes are — S ee Pa ee aa, sak 
open for live representation in a number of ca , ono. ’ 
territories, and Ann have a —_ line that Street, New York, N. Y. _ Buyers of Surplus _ 
allows a portion of your time to be devoted to ay surplue or entire of shee 
a side line that is full of merit and popularly trem manufacturers, jobbers or retailers 
priced, we want to, hear from you | Line is POSITION WANTED QUANTITY NO OBJECT 
short, 10 commission. *. H. Hawkes Son, va 
"N.Y. Shoe manufacturer with 25 KIRSCH - BLACHER CO., Inc. 


Rochester, N. Y 

“a siteaeinlinetniniacianial a . . . 

S: ALESMAN Wanted—Sideline—Manufactures years’ experience covering all 590 Broadway New York 
stock line. Children Shoes sizes 2-8. Ter- phases of shoe manufacturing Phone Canal 6-4298 and 4280 


ritories Illinois, Indiana, Wisconsin, Michigan, . ‘ 
Iowa, Minnesota, Nebraska, Kentucky, Ten- and leather buying, desires con- 


nessee. State references and territory now «me ° 
covering. Address D-380, care Boot and Shoe nection where his unusually 
suewane, 367 West Adams St., Chicago, comprehensive knowledge will ; 
Illinois. e ° 

— be useful. Large retail or mail Gordon Evans Honored 


order organization might find ScRANTON, Pa.—Gordon Evans, head 
LINE WANTED this very valuable. College edu- | of the Lewis & Reilly shoe store, one 
cation. Good record. of the leading footwear institutions of 


INE of fast selling women’s shoes for New ISS Def ‘ ‘ 
L Jersey. Have own car. Straight commis- noon a's +d Bt Cane Scranton, was elected a director of the 
sion basis or otherwise. Reliable concerns only. ® WEST 29th STREET Pennsylvania Retailers’ Association in 


Have good following. A. Maier, 104 Treacy NEW YORK, N. Y. Harrisburg 





—— 


mind yest AS 25 





Rudin werner See w PIA 





Space! 


pecbe ciate 597-62 scai aA, 




























































































Ave., Newark, N. J 














CLASSIFIED ADVERTISING RATES 


The rate for “Position and Lines Wanted” advertisements is 4 cents per word for all undisplayed advertisements. 
Minimum charge 75 cents. For all other classified advertisements the rate is 7 cents per word. Minimum charge 
$1.25. When a box number is desired twelve words should be added for the address. In all other cases each 
word of the address should be counted. 

The rate for all displayed classified advertisements is $5.00 an inch with a maximum of 45 words. 


Classified advertising is payable in advance. 
* Advertisements for this page must be in our New York office on Friday of the week preceding publication. ™ 
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SNAPPY 
Price Tags 


add color to 
your trims 


For 
June 


Colors—Blue bar 
with orange sun- 
burst on silver 


board. 








For 
July 


Colors — red, 
white and blue. 








Any Assortment of Prices Desired 


SIZE: 15@” x 25%” 


ES oiaasece bho tots ees $0.85 
a SES a eeererersrre 1.50 
UIE fe occ 5. 5 0.05 n0i0 sessions 2.75 


Added Feature for Price Ticket 
Customers 


For $1.25 additional: 6 display cards 
emphasizing your service, quality or fit- 
ting will be sent. 


CHECK WITH ORDER, PLEASE, 
LESS C.0.D. SHIPMENT IS PREFERRED 


Samples and Details Sent on 
Request 


Merchants’ Service Dept. 


BOOT AND SHOE 
RECORDER 


367 West Adams St. 
CHICAGO, ILL. 

















Rogers Manager of Darling Shop 


CANTON, OH10O—Jack Rogers, for the 
past several years manager of the Car- 
ton Shoe store, until it was closed re- 
cently, has been named manager of the 
ladies’ shoe department of the Darling 
Shop, women’s specialty store. Rogers 
has been identified with retail shoe sell- 
ing in Canton for 29 years and for 
many years conducted Rogers Shoe 
store for women in the Harris Arcade 


-building. 





Leather Sales and Prices Up 


Boston — Advancing prices, reports 
of increasing scarcity in some grades 
and another upsurge in sales are the 
features of recent days in Boston’s sole 
leather market. 

Increases amounting to as much as 
175 per cent of prices prevailing as re- 
cently as early April of this year are 
by no means uncommon; and the volume 
of sales keeps up remarkably well as 
manufacturers buy for immediate needs 
and cover for the future. 

Cut soles, of course, are going up 
with everything else. In women’s 
weights the grade known as “fine” 
ranges from 15 to 16 cents for five-iron 
weights to 24 or 25 cents for nine-iron. 
Fine cut soles for men’s shoes start at 
about, 27 or 28 cents for eight-iron 
weights; and the shoe manufacturer is 
being asked well over a half-dollar for 
really heavy weights—those from 12- 
iron up. In this division (men’s fine 
cut soles) the lowest quotation recently 
was 24 cents for eight-iron soles of the 
grade known as No. 1 scratch. 

In side upper leather the demand for 
elk finished stock continues to be par- 
ticularly heavy; but other finishes are 
also active and prices continue to ad- 
vance. In calf, as manufacturers pre- 
pare to go into their early fall runs, 
the big demand is for suedes. Within 
two weeks, the quotations on the better 
grades of suede have jumped from 35 
and 40 cents to 38 and 43 cents. 





Shoe Exports Make Gain 


WASHINGTON, D. C.—The United 
States during April, 1933, exported 
leather manufactured goods valued at 
$231,434, an increase of 55 per cent 
over January ($148,548); 34 per cent 
over February ($172,138); and 4 per 
cent over March ($222,460), and was a 
little less than $65,000 below the value 
of April, 1932, exports ($295,426). 

The exports of boots and shoes for 
men and boys increased from 190,579 
pairs in January of 1933 to 28,331 pairs 
in April or approximately 160 per vent; 
exceeded February by 78 per cent and 
March by 47.8 per cent. Exports of 
women’s shoes increased from 16,926 
pairs in January to 31,384 pairs in 
April. The volume was however slight- 
ly less than in March. Childr2a’s shoes 
also shared in the larger demand with 
an increase from January, 6980 pairs, 
to April, 11,589 pairs. Leather slippers 
rose from 3829 pairs exported in Feb- 
ruary to 5165 pairs in March and 
dropped in April to 3175 pairs. 





Baltimore Wholesale Trade Good 


BALTIMORE, Mp.—This market shared 
in the substantial increase in the whole- 
sale shoe business reported for the 
Fifth Federal Reserve district for 
April and the first four months of the 
year, the former registering a 21.4 per 
cent increase and the latter 15.8 per 
cent over the same periods of last year. 
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Two Days Sundays 
Holidays Included 

@ Taxi Fare from Bus Terminal or R. R. 
Station to Hotel. 

@ Beautiful Room with Bath and Shower. 

@Three Deliciously Prepared Meals in 
the Broztell Dining Room. 

@ Orchestra Seat to a Current Broadway 
Show Hit. 

@ Special Dinner in the Famous Green- 
wich Village Barn, Featuring Leading 
Broadway Stars in a Splendid Floor 
Show. 


HOTEL BROZTELL 
271TH STREET AT 5TH AVENUE: NEW YORK 

















GUST WEST of BWAY | 


NEW YORK 
1000 ROOMS 


EACH WITH BATH AND SHOWER 


Circulating Ice Water... Radio.. 
Full Length Mirrors 





Large Closets... 


OTHER UNUSUAL FEATURES 
SUN-RAY HEALTH LAMPS 


Roof Solarium... Air-Cooled Restauram 


ROOMS $950 sures $600 


from 


IN THE HEART OF TIMES SQUARE 


Resizing on Whites 


INDIANAPOLIS, IND.—Sales of white 
footwear have been greater this sea- 
son so far than ever before at Mar- 
rott’s. L.°G. Cobler, buyer of men’s 
shoes notes that white is very popular 
with some combinations. 

Arthur G. Brown, general manager 
of the store said “Its an all white sea- 
son. Even the adverse weather for the 
past month has not curtailed the sale 
of white footwear. We have sized up 
several times, and this is very unusual 
for this time of the year. The season 
opened at least three weeks earlier this 
year than in any previous year.” 






















































































APT CO. RAISES WAGES 


Rockland, Mass.—A 10 per cent increase in 
pay for all pieceworkers was announced by the 
E. R. Apt Shoe Co. This concern has recently 
moved here from Manchester, N. H. It has a 
record amount of business both in the works 
and for future delivery, so that it will be busy 
for some time to come. 








Lynn Wage Raise Expected 
Lynn, Mass. — Word received from 
the Massachusetts State Board of Arbi- 
tration indicates that shoe factories in 
this district may expect new labor price 
lists in the very near future. Makers 
of novelty shoes are meeting to arrange 
for regulation of their business under 
the new Industrial Recovery bill. 
Factories were increasingly busy dur- 
ing May, the output of white shoes 
rising to a new peak. The new high 
prices of leather in combination with 
the increase in price lists for labor, ex- 
pected from the state board, will force 
up prices of shoes for the Fall run. 


International Retires Half 


Preferred Stock 


St. Lours—On June 1, 1933, the In- 
ternational Shoe Co. retired 50,000 
shares of its 100,000 shares of prefer- 
red stock at $105 per share, including 
any accrued and unpaid dividends. 
This decision was made at a special 
called meeting of the board of direc- 
tors, held Feb. 28, 1933. 


BOOSTS WAGES 


Worcester, Mass., June 1—Wages of the em- 
ployes of the National Felt Slipper Co. of this 
city will be increased seven and one-half per 
cent effective June 10, according to an an- 
nouncement today by Irving P. Sawyer and 
Hyman |. Golumbuk, officials of the company. 
The plant is running night and day. 

Orders are far in excess of a year ago, and 
work on hand is sufficient to keep the plant at 
peak production for the next six months. It is 
probable, according to the executives, that the 
force will be materially increased within a short 
time to maintain the necessary production rate. 
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BOOTS AND SHOES 


Ault-Shackford Shoe Co., Auburn, Me.... 


Bass, G. H., & Co., Wilton, Me 
Boyd-Wright Shoe Co., St. Louis, Mo 
Brauer Bros. Shoe Co., St. Louis, Mo 


Chase, W. S., & Sons. Haverhill, Mass.... 
Child Life Shoe Mfg. Co., Milwaukee, Wis. . 
Clapp, Edwin & Sons, Inc., E. Weymouth, a 


ass. 
Colt Cromwell Co.. New York City 
Connell, J. M., Shoe Co., South Braintree, 


Dodge, Bliss & Perry Co., Newburyport, 
MS cc sncsass cuca bceaesetesecocbeceaal 4 


Ebberts, John, Shoe Co., Buffalo, N. Y.... 
Edwards, J., & Co., Philadelphia, Pa., 


Ephrata Shoe Co., Ephrata, Pa 

Florsheim Shoe Co., Chicago, II 

Hannahsons, Haverhill, Mass 

Kendall Shoe Co., Haverhill, Mass 

Marathon Shoe Co., Wausau, Wis 5 

Mrs. Day’s Ideal Baby Shoe Co., Danvers, 
M 50 

Nettleton, A. E., Syracuse, N. Y 


Old Colony Shoe Co., Brockton, Mass 
Owens Shoe Co., Lynn, Mass 


Richards & Brennan Co., Randolph, Mass. 44 
Roberts, Johnson & Rand, St. Louis, Mo. .5-23 
Robinson-Bynon Shoe Co., Auburn, N. Y.. 49 


Smith, J. P., Shoe Co., Inc., Chicago, Ill... 44 
Stacy-Adams Co., Brockton, Mass 44 


Vitality Shoe Co., St. Louis, Mo 


LEATHER AND OTHER MATERIALS 


Allied Kid Co., Boston, Mass 

Evans, John R., & Co., Camden, N. J 
Hubschman, E., & Sons, Philadelphia, Pa... 27 
Levor, G., & Co., Ine., Gloversville, N. Y...2-3 
New Castle Leather Co., New York City.. 33 
Zapon Company, Stamford, Conn 


MACHINERY, LASTS, MFRS.’ SUPPLIES 
DRESSINGS, ETC. 
Cavalier Corp., Baltimore, Md 
United Fast Color Eyelet Co., Boston, Mass. 45 
United Shoe Machinery Corp., Boston, 
EL  sctadcntataueockes swe 40-47-3rd Cover 


Vulcan Corporation, Portsmouth, O.Front Cover 


SHOE ACCESSORIES 


Scholl Mfg. Co., Chicago, Ill 
Simplex Shoe Tree Corp., Chicago, Ill 


MISCELLANEOUS 
Boston Shoe and Leather Fair, Boston, Mass. 31 


Hotel Broztell, New York City 
Hotel Edison, New York City 


Kirsch-Blacher Co., Inc., New York City.. 54 
Stephenson Laboratory, Boston, Mass 





Junius O. Beebe 


Boston—Junius Oliver Beek, a. — 


sistant treasurer and a member of th 
well known leather firm of Luciys 
Beebe & Sons, was killed in an aen. 


JUNIUS O. BEEBE 


plane crash on Memorial Day while 
circling to make a landing at the East 
Boston airport. Banking sharply, the 
plane turned over and plunged into the 
mud flats which border the field. 

In addition to his activity in the 
tanning industry, Mr. Beebe held posi- 
tions of trust in the real estate, insur- 


ance and banking fields, having been | 


treasurer and director of the Beebe 
Realty Company, and director of the 
Cotton and Woolen Manufacturers’ 


Mutual Insurance Company, Rubber a 


Manufacturers’ Mutual Insurance 


Company, Industrial Mutual Insurance | 
Company, American Fruit Growers > 
Association, the Wakefield Trust Com- F 
pany, the New England Trust Com-) 
pany and the Securities Investment k 


Association. 

Mr. Beebe graduated from Harvard 
in 1916 and immediately enlisted with 
the Harvard medical unit, serving with 
the French army until the United 
-tates entered the war. His war honors 
included the Croix de Guerre, a French 
army citation and a personal cita:ion 


from the general commanding the ‘7th j 


Division of the A. E. F. 
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VODE KID 
COLORS 


FALL & WINTER 





10, 1933 
















INDIES BROWN 


a true neutral brown 
good for high-style as 
well as staple types of 
shoes. 







ADMIRALTY BLUE 






: a correct Navy Blue 
: under all lights. 


GUN GREY 


the darker of a pair of 
new greys continuing 
the superb color so 
successfully evidenced 
in Vode's Spring grey— 








; PADDOCK GREEN 


i 16] dark neutral green for 


wear with taupe greys Color 177. This new 
and new greens. Gun Grey will be pop- 
a ular for early Fall. 











4, 46 MADEIRA 


a wine shade effective 
with the important 
grey furs for Fall. 







FLINT GREY 


a medium grey to be 
effectively combined 
with darker grey, black 
or brown, 








| 26 TAUPE BROWN 


a soft grey brown. 












FAWN BROWN 


an excellent combining 
color for staple styles, 
sometimes known as 








CINDER BROWN 


a very dark rich brown 








esi ta complement reds, ; 
es rusts and taupes. Field Mouse. 
3eebe 


A VODE COLOR BOOKLET WILL BE SENT ON REQUEST 


sf ay | | | DB KID COMPANY 


= STANDARD KID DIVISION 


209 SOUTH STREET :: BOSTON, MASSACHUSETTS 









neh 
ion 
7th : 
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| “ONE 
| SELL 


IDEAL FOR 
SUMMER FOOTWEAR 










Shoes made with lightweight 
Celastic Box Toes feel better, 


look better, and wear better. 











si aed 
< 


taht: 


THE QUALITY BOX TOE 


ve 


ty 


U/C 


= 
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BOSTON, MASSACHUSETTS 
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$¢¢6606006069066969069% 4 


a BUY 


Le GENUINE HAND-MADE 


“Sandria” 


TURNS 


THE CORRECT DODGE 16/8 onan ‘Touls Meet. $2. 75 


Medium Pointed 


‘ ALL OCCASIONS” Last $ 2 rf 4 7 8 epi 4 
: | IN-STOCK 


























No. 119 Kid 
16/8 Heel—AAAA to C 








ete $2.75 , . ‘ : 
Medium Pointed’ Toe White and light go hand in hand during 
No. 7150—Black Kid the next two months. White is the ideal 
M/S Heel... «4 $2.75 summer footwear color selling in unex- 
Last pected volume. Light is the ideal summer 










comfort quality found at its best in hand- 
turned shoes. That is an unbeatable sum- 
mer profit combination—white and light. 
And here they are in true Dodge, Bliss & 















; No. 1375—White Kid Perry quality at a price every woman will 
“ONE GOOD TURN 16/0 Coben Bes... -, 02.38 gladly pay for such exclusive-looking foot- 
SELLS ANOTHER” haat wear. We advise immediate orders at 

present price levels. 



















3%] 4 [42] 5 | St] 6 |r] 7 | 7] 8 [are] 9 






No. 1533—White Kid 
“Presto 
20/8 Belle Louis Heel. $3.15 
Medium or Toe 
at. - 







This chart indicates the sizes and widths 
available on in-stock numbers. 






No. 2 Pig 
uncho” 
18/8 cul Cuban Heel...... $3.00 


| 5 DODGE 


BLISS & PERRY 


COMPANY, INC. 
20/8 7 eee to C —_— 4 
Pointed Toe Last’ NEWBURYPORT, MASS. 


No. eae >| ai Topo 


“Rana” 
&) 19%/8 Belle Louis Heel @ 
$2.75 
Pointed Toe Last 


9969666694664 HH HH HHH HHH H HHH HH HH HHH HF 
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GOLD SEAL SHOE CO., FACTORY No. 1, 
NEWBURYPORT, MASS. 





GOLD SEAL SHOE CO., FACTORY No. 2, 
BOSTON, MASS. 





Examples of 
BLACK MAGIC 
as made for : 


A.S. BECK 


SHOE COMPANY 
* 


The satisfaction which this great re- 
tail shoe organization finds in shoes of 
Colonial Patent is irrefutable evidence 
of its reliability and worth. This 
combination of four large factories 
and 92 retail stores is perfect for 
observing and analyzing the perform- 
ance of patent leather under all condi- 
tions—working qualities and wear. 
That they unite in preferring Colonial 
patent must be accepted as conclusive 
evidence of its superior qualities. 


COLONIAL PATENT 


02 
Y 4 












“ATEN 


COLONIAL TANNING 
COMPANY - BOSTON 















Bye: 5 ee as a ait 
Liga’ ti renee 
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BOWDOIN SHOE CO., 
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- UPTOWN 
x ./ STYLES 


with FOOT GUIDE Features 


| are three wonderful Shoes (five 
ha styles) in the new Fall line of Uptown 
Shoes For The Man About Town. In ad- 


1741 —Black kangaroo oxford. Widths dition to their fine quality, each of these 
AA to E, sizes up to 14. 


1781—Same style in brown kid. styles has the exclusive patented Foot 


Guide features 


ote These shoes have the built-in comfort, fit, 
flexibility, and fine quality that the man 


1778 — Brown calfskin, custom tailored type of 1933 is demanding ata popular price 
oxford. Widths AAA to D, sizes up to 14. 


1738—Same siyle in black calfskin. ... and they show to the dealer a good 


markup at five dollars retail. 
of See these five styles along with the com- 


plete new Fall line of Uptown Shoes For 


1739 —Genvine black calfskin, wing tip 
pattern. Widths AAA to D, sizes up to 14. The Man About Town. 


UPTOWN SHOES 
a “For the Man Hhout Town 7 
ROBERTS, JOHNSONS RAND 


Branch of international Sho 


ST. LOUIS, Mo. 
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In the store of the S. J. Brouwer 
Shoe Co., Milwaukee, Wis., the 
Recorder is used constantly, as a 
text book in the educational work 
of the company organization. 


A. G. Heinmiller, advertising and 
educational director of the com- 
pany, is shown in the picture ad- 
dressing a store conference, using 
as a basis for the discussion an arti- 
cle appearing in the Boot and Shoe 
Recorder. 
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We are All Debtor 


article from the RECORDER. After 
it has been read, they discuss the vari- 
ous points of information that have 
been brought to their attention. 


good reading and study mater- 

ial in the shoe field that your 
RECORDER becomes almost the 
only sort of bible that we have. 


T: HERE is such a scarcity of 


Worthwhile information about how 
leather is tanned and prepared, such as 
has been printed in tte RECORDER 
is a real contribution to the shoe retail- 
ers of America. 


The picture illustrates how the S. J. 
Brouwer Shoe Co. sales force gets an 
education out of the RECORDER. 
A. G. Heinmiller, our advertising and 
educational director, is standing be- 
fore the salespeople and reading an 


You might be interested to see the 
cover of a RECORDER after I get 
through reading it. On it I mark the 
page of an interesting item and then 
the name of a particular person or per- 
sons to whom I think it should be of 
special interest. I take the matter up 
with them at my convenience. 


I was telling a traveling man how 
loyally the RECORDER had stood 
by the educational program of the 
Retail Shoe Merchant for many years. 
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to 


I pulled out your RECORDER of 
December 6, 1930, page 30, where in 
the first paragraph is the statement 
“The standards for better fitting of feet 
could not be raised unless we had the 
cooperation of educators. and doctors.” 
We now have the Foot Section of the 
American Osteopathic Association 
working with us, and in your 
RECORDER of April 15, 1933, page 
18, that excellent article by John P. 
Sullivan, supervisor of Health Educa- 
tion, Boston School Department, is 
highly commendable. 


I do not need to tell you how delight- 


ed I am that the leaven is in the lump 
and that in the next five years tremen- 


the RECORDE 


dous strides will be made toward the 
improvement of footwear, which 
means better health to the entire 
American public. 


We are all debtors to the 
RECORDER for the many, many 
excellent ideas you have garnered for 
us, and we, in the Brouwer Shoe fam- 
ily, want you to know that we appre- 
ciate your good work. 


S. J. Brouwer Shoe Co. 


Milwaukee - - Wisc. 


Yo 


President 
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NOUNC! 


A Stock Source of Unusual Seasonal Style 








All Proven Sellers 


IN-STOCK 


You can now look to Amesbury for an In- 
Stock service on those highlights of style 
that are at the peak of fashion and popu- 
larity. These shoes are not the sort usually 
available from stock—but are the same 


styles that are bought by the smartest opera- 
tors on a quick make-up basis. Here are 
whites in the new pique and _ perforated 
styles—sure mid-summer profit makers— 


Ame aeb oe ieee 

















worth $3.50 to $4.00 of any woman’s money. 





z 8 








IN- STOCK. | SIZES AND Wyiotus 
MS—5% 30 DAYS 


AMESBURY SHOE COMP, 
7 AMESBURY -.-: 


REG SRP LAS 














Ne. 1100—White Calf Patricia No. 1006 —Gitterman’s White 
Seamless Pump, 20/8 Continental Pique _ Seamless Pump, 
1 $2.25 Louls Heel 





No. 1101—White Calf Cinderella . $007 — Gitterman’s White 
Oxford, 17/8 Cuban Heel...$2.25 aa Oxford, 17/8 C 
ee 


AM ESBVRY SHOE Co 


Aan jufocturer; 
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